re en 


entre: 


corK 
MIDSOLE 


rN i EW TYPE 


OF SOLE IN TUNE WITH 
CASUAL CLOTHES 


a 
PLIED CORK MIDSOLE 


insulates from pavement heat... 
lifts the foot above dewy grass... 
irons out the bumps in stony walks. 
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Lens before they’re made into shoes, upper and sole ere $728 — White Bud 
leathers, linings, box toes, in fact practically all the ear nnn By Th. 
" & P Eyelet Plug and Foxing, Os 


materials that go into Johnsonians, are wear tested - Sole, Grain Inner, Rubbe 
i” Heel, Sanitized, Goodyes’ 


specifically for the job they must do in the finished ; Welt. AA to D, 6-12. 
shoe. This wear testing is a continuing operation, and E seo ne Im ga oe 
is just one function of a great laboratory, whose job $726 — As 8128 except Tw 
it is to constantly improve materials for Johnsonian 

Shoes. . . . One important reason why Johnsonians 

look better, wear longer, and sell faster. NUMBER 12 INA SERIES OF 


ADVERTISEMENTS 


Ganitized, one new talking point in a generation. 
will sell more Johnsonians for you. “WHAT'S BEHIND 


THE JOHNSONIAN LABEL” 


JOHNSONIAN DIVISION 


ENDICOTT-JOHNSON + NEW YORK CITY + ENDICOTT, N. Y. » ST. LOUIS, MO. 
America’s Outstanding Line of Men’s Shoes. 
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we another day is over. Everybody’s gone home . . . the boss, the salesmen 
. even the stockboy. I think the boss looked a little worried today. Things weren’t 
quite clicking the way he hoped they would. Wish I could tell him what I know. After all, I 
am pretty close to every sale that’s made . . . or lost, for that matter. Hear every conversation, too 
. and all the ‘asides’ the customers make when the salesmen get up to try another pair of 
shoes. I wish they’d bring out more Foor Deticuts. Man, how they fit! Customers can 
tell the difference quicker than a salesman can flick a shoe horn. 


And Foor Deuicuts have that style knack, too, that’s so hard 


to get. Wish I were running this store. I’d tell ’em the dif- 
ference Foor DeicHts make. Ask my bosom pal, the 
cash register. He’ll tell you too. And another thing, 
Foor Deticuts’ patented Double Cushion brings 


"em back again and again.” 


* Double Cushion?? 


Foot Delight relieves the strain of both metatarsal and 
transverse arches with one cushion which gently fits 
the bottom of the arch area as no other shoe made. 


* 0 Yt 


SHOES 


Most Foot Delight Shoes are Retailed at $8.75—$8.95 
BANCROFT WALKER COMPANY 
WALTHAM - MASSACHUSETTS 


“PICK A G K 


CXIX. No. 12, BOOT AND SHOE RECORDER, published every 
24 St., Ni New York, N. Y. Entered as second 








From Massachusetts to California, retailers are asking this question 


of themselves, and hoping that someone will ask it of their competitors: 


“What's the sense of holding clearance sales on whites in July? A good selling 
month is killed unnecessarily by early clearances. The public gets ready for va- 
cations in July and will buy new white shoes if available. 


“Why not maintain white selling stocks througout the month, as we 
used to, and a firm policy that prices will not be reduced this year 
until Friday, August Ist?” 








YOU COLLECT BY HAVI nc (MOKE 
WHITE KIO SHOES TO SELL AT 


REGULAR PRICES THROUGHOUT JULY! 














EXPERIENCE proves that the only business connected 
with premature displays of Fall shoes is LOST business on 
staple white shoes. 






If someone did not try to rush the season 
for the doubtful distinction of showing styles 
first, a majority of stores would enjoy greater 
white shoe volume and better profit 
showings. 


WHITE SHOES WILL SELL AT LEAST FOUR WEEKS LONGER THIS 
YEAR! ORDER MORE SHOES OF LEVOR WHITE KID NOW. THE 
EVENTUAL DEMAND WILL UNDOUBTEDLY EXCEED THE SUPPLY. 


LEV tua 
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ISION 
LASTS 


Rock Maple Last Blocks from carefully 
selected quarter- sawed logs are thor- 
oughly seasoned for more than two 
years in sheds, kilns and bins. 


Here the last block is shaped. The block 
revolves at a moderate rate while high- 
speed cutters accurately duplicate the 
intricate contours of the master model. 


After the turning operation the last sur- 
face is rough with heel and toe unfin- 
ished. It then goes to skilled craftsmen 
who trim, sand, polish and check all 
dimensions with minute exactness. 


There are two all-important factors in last making — 
STYLE and FIT. The precision with which our lasts are 
graded has earned for us the reputation of making 
the best-fitting lasts in all sizes and widths ever pro- 
duced in the history of the industry. 


UNITED LAST COMPANY. 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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THERE’S A REASON WHY 





GOODYEAR SPORT SOLES AND M& 


meets Alp SC Stes / 


TIP TO RETAILERS! 


‘ . Specify Goodyear heels 
E quality of Goodyear’s line Manufacturers know that shoes aes fe $9 Reem 


of sport soles and heels—three = gain wider customer acceptance heels on new shoes re- 
. ° a . ° placed with rubber. And 
of which are illustrated here—is when equipped with these Ss alii geaaeiatide 
immediately apparent to any cus- Goodyear products. So they use satisfaction use Good- 
. year heels in your own 
tomer. them—to help you sell their arene 
But more than that—the name shoes! 
Goodyear stamped on them 
is the customer’s best assur- THE GREATEST NAME IN RUBBER 
ance that he’s getting bigger 
value for his money. 


MORE PEOPLE WALK ON GOODYEAR RUBBER HEELS THAN ON ANY OTHER KIND 
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DO MORE “SI0 AND UP” BUSINESS 


Here is an utterly new kind of shoe that has broadened the field for fine 
A FEW shoes and, at the same time, simplified the dealer’s problem of adequate 
OF THE LEADERS style coverage, with a stock streamlined for fast turnover. 


dreds of 


the hur 
Among awe ing Boot- 


fa show A STYLE LINE—A QUALITY LINE—A COMFORT LINE 
A FEATURE LINE—AND A PROFIT LINE 





The reason is—every Bootmaker Guild Shoe has the amazing, exclusive 
Cradle Heel Tred, built in and /asted in. It’s the greatest “reason why a 
man should buy” that any shoe ever had, regardless of price. Read the 
story of this remarkable construction on the opposite page. Then decide to 


. Shoe Store 
ei SEE THE BOOTMAKER GUILD FALL LINE 
before you invest a red cent in ordinary shoes 


BOOTMAKER GUILD DIVISION 


FREEMAN SHOE CORPORATION, BELOIT, WIS. 


“Bootmaker 


WITH CRADLE 
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HERE IS THE PICTURE STORY 


of a sensation in foot comfort 


At the left, see how the ordinary shoe forces the foot flat, destroying 
the natural cushioning, throwing the whole foot out.of balance. In 
the center, note how the Cradle Heel Tred is cupped to cradle the 
heel, and rounded up to give the arch natural support. At the right, 
see ... a perfect fit for a normal foot! 

This is the Cradle Heel Tred, originated at Rochester, Minn., by 
J. A. Jung, for twenty years designer and builder of special shoes at 
that famous medical center. The outstanding shoe improvement in 
decades! 

Bootmaker Guild Shoes, with the Cradle Heel Tred, are built to 
rank with the finest fine shoes made in Afferica . . . of leathers from 
the world’s leading tanners . . . in the smart new fashions and favor- 
ite custom types. . . . See the ‘Bootuaker Guild fall line before you 
invest a red cent in ordinary shoes! 


TO RETAIL AT 


110 


(MOST STYLES) 


uildShoes 


HEEL TRED 








Wen experienced manu- 
facturers and retailers think of 
sound construction, particularly 
on lightweight, open toe and 
open heel types of footwear, 
they think of UNISHANK INSOLES 
as the dependable way to com- 
bine rigid heel and shank sup- 
port with true forepart fiexibil- 
ity. Unishank Insoles provide 
maximum strength where it is 


needed most. 
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You can’t talk up to a man when he’s glancing down at careless feet. 

Nothing starts a man on the road to self-confidence any quicker than smart, 
quality shoes. 

A pair of run-down shoes can ruin a good suit. A pair of run-over heels can keep 
a man from getting the job or taking the order. 

A pair of good shoes makes him feel like sticking out his chin, standing up 
straighter and looking the other fellow in the eye. 


The man with a pair of good shoes has an edge over the man without them. 
These are the times to sell that kind of shoe idea, and that’s the kind of shoe 


we're making. 


SHOEMAN, ST. LOUIS 


Roblec 


SHOFS FOP MFN 


United Men's Division, 
BROWN SHOE COMPANY 
Manufacturers, St. Louis 


























on Parade 


Men are back in the mood and the money for something 


on their feet that has character and class. 
They want something that feels good, looks good, and 
is good. Their shoe is Roblee . . . the quality name in the 


$5—$6.85 bracket. 


ROBLEE SCOOP! Duplicates of the new U. S. Army legging top 
boot and the U. S. Army field shoe built by our company, now 
available for civilians. (B1) Mounted Enlisted Boot, Brown 
Glove Elk, Half-Double Sole, soft toe, rubber heel. Munson 
last. (H60) Army Service Shoe. Brown Retan, Unlined, Half- 


Double Sole, soft toe, rubber heel. Munson last 


FIVE NEW ROBLEE FAVORITES! 
A—New “Boot Seam” blucher oxford 
(8995) in French Boarded Calf on 
Parade last. B—Moccasin-stitched 
blucher oxford (B999) for casual com 
fort, Roamer last. C—Classic wing-tip 
pattern (B821) on Barclay last Boot- 
maker Hand-Rubbed Finish. D 
New “high front” military blucher 
(39968), Parade last. E—Smartly per- 
forated quarter brogue introduced on 
the popular walled Roamer last (8897). 





QUALITY FEATURES 


or “Reobkee 


THAT GRADE-UP THE 


SALE... 
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The men who walk by your store and stop 
for a second glance at your windows have 
money to spend—and they're willing to 
spend it. 

With Roblee Shoes in your store, you 
can give them the kind of shoe they want 
—the kind of shoe that meets that ‘‘grad- 
ing-up” mood. 

Here are some Roblee features—some 
Roblee ‘‘reasons-why’’—that make your 
selling job at the fitting stool easier: 


Good styling, by experts who know how 
to style shoes right for volume selling 


Bell-bottom tongue 
eliminates thick 
seam 











Top quality oak 
bend soles 








Telling the Roblee story to your cus- 
tomers is a consistent advertising cam- 
paign that has made history in the men’s 
shoe business. Roblee has set an all- 
time high for color advertising of men’s 
shoes. 29 full-page, full-color ads in 
the past 27 months. 











Quality materials, from the 9-iron oak 
bend soles and the cropped-calfskin up- 
per leathers (they hold their shape and 
take and hold a shine) right down to the 
“findings” 


Quality workmanship—your customers 


Full plump weight 
uppers 


Tempered steel shank 





locked through and 
riveted to outsole 


Steel shank placed toward outside tends to pre- 
vent “running over” 


Unique heel construc- 
tion—higher and 
longer on inside—acts 
as pivot 





Jf Inside arch narrowed 
up to fit snugly 





can actually see it in the fine details of 
stitching and of hand-rubbed finish 


Plus the exclusive Roblee Tread Straight 
construction in heel and shank — the 
straight-and-sure walking feature (dia- 
gramed below) available only in Roblees. 


Quick in-stock service makes the line easy to 
handle. Liberal markup makes it profitable 
to handle. And because it’s the “ grade-up 
line” for these ‘“‘grade-up times,”’ Roblee 
retailers have a great sales opportunity. 
Find out about the details of the Roblee 
franchise. Write UNITED MEN’s DivisION, 
BROWN SHOE ComPANy, St. Louis. 


HOW TO WALK 


\/ 
FN 





Not this way —spread- 
eagle—feet fanned out 





Not this way—pigeon- 
toed—feet grooved in 





But this way—the Roblee 
Tread Straight Way—ex- 
clusive construction 
points toes straightahead, 
balances body, putsspring 
in your walk. 
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6.73 New Single Price 
lor all Queen Quality Shoes 


(Effective with Fall Shipments) 


Good News for Retailers! 


Coupled with the announcement two 
weeks ago of the spectacular change 
in the Queen Quality price set-up was 
_ the additional good news of the restyl- 
ing of the entire Queen Quality line. 


The Queen Quality representatives are 
now showing these new fall QUEEN 
QUALITYS to dealers from coast to 
coast... and everywhere they are hear- 
ing expressions of approval of the new 
high styling and one-price policy. 
Dealers know that their customers will 
like the new $6.75* price and the new 


high-style features of the line. Long a 


ye D) 
*SLIGHTLY HIGHER f 


leader in craftsmanship and dependa- 
bility, now Queen Quality takes its place 
among the leaders in the style field. 
All national advertising and local mer- 
chandising will spotlight the high-style 
and one-price features of the NEW 
QUEEN QUALITY. A wealth of beauti- 
ful display and other sales-producing 
material is now being prepared for the 
fall season. Order your supply early. 


Have you seen the NEW QUEEN 
QUALITY? If not, write or wire today for 
your Queen Quality representative to 
call and show you this exciting new line. 


“weet ~s 
the “Mak Y " 
a) 


WEST OF DENVER 


SS SHOES 


QUEEN QUALITY SHOE COMPANY 


INTERNATIONAL 


SHOE COMPANY: 


SAINT 





LOUIS 
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AT the recent conference on con- 
sumer goods in relation to national 
defense, held at the Department of 
Commerce in Washington, produc- 
ers and distributors of men’s and 
women’s shoes agreed that the over- 
all production facilities of the in- 
dustry are fully adequate to supply 
the needs of the Army and Navy 
and civilian demand combined. It 
was held that there would be no dif- 
ficulty so long as materials are 


Just Rte THE 
' 
MATERIA 








available. The chief possible “bottle 
neck” is a possible shortage of ship- 


ping which would limit hide iraports. 


* * * 


ID ONALD M. NELSON, Director, 
Division of Purchases, Office of 
Production Management, said: 
“We have got to keep our chins 
up, certainly. But we cannot go on 
as we have been going. That is flat, 
definite and inescapable. And un- 
less we wake up to that fact and act 
accordingly, nd sensible man has 
any right to be very hopeful about 


| 
ot the RADE 


the future of American business or 
anything else American. 

“We have got to begin by realiz- 
ing, once and for all, that we are in 
an emergency—a real, life-or-death 

NOW-LETS SEE 1F WE 


CONSOLIDATE THE 
SALES CEPT. with 
THE @rc or« 





emergency, not just a make-believe 
one. We have got to realize what 
that implies. We have got to see, 
for instance, that what we have 
done so far in building a defense 
program is not nearly good 
enough; that every part of our na- 
tional life has got to be readjusted 
to the emergency if we are to have 
a national life worth living when the 
emergency is over.” 

a * * 
MISS HARRIET ELLIOTT, in 
charge of the Consumer Division, 
Office of Price Administration and 
Civilian Supply, says: 

“For the retailers of the Nation 
as well as for the consumers, a 
downward spiral of quality will 
bring consequences, some of which 
are as serious as those that would 


[15] 
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attend an upward spiral of prices. 

“In nearly every conference of 
retailers in recent. years, the prob- 
lem of returned merchandise has 
had a prominent place in the discus- 
sion. Can. any retailer hope that a 
downward spiral of quality would 
not greatly aggravate this problem? 

“In retail advertising these past 
years, I have read, hundreds of 
times, the assurance ‘we stand be- 
hind our merchandise,’ and millions 
of times sales clerks have answered 


~ (@vacrry] Acuity] | 
customers’ questions with that same 
phrase. A retailer’s ability to give 
that assurance honestly is the great- 
est asset he has.” 
aa oa 

HEENRY WESTERMAN WHIL-. 
LOCK is the new mayor-elect of 
Boise, Idaho. And to shoemen, the 
door is always open at City Hall, 
for His Honor has been in the retail 
shoe business in his native city 
for the last ten years. For six 
years he owned the Brownbilt Shoe 
Store. Four years ago the new 
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store was opened as Arbuckle, 
King and Willock—a name which 
was later changed to Whillock’s. 
In addition to being Mayor, Wil- 
lock is the highest ranking naval 
reserve officer in Boise, with the 


rank of Lt. Commander, U. S. N. R. 


* * * 


FRED LAZARUS, JR., of F. and 
R. Lazarus & Co., Columbus, Ohio, 
says: 

“In challenging price advances, 
the only idea was to insure that 
price should be based on the cost 
factors of production plus a fair 
and reasonable profit. The need 
for profit of course was recognized 
at all times. The business man must 
make a profit. It is the chief reason 
for private enterprise. 

“Reverting to the subject of 
profit I want to make it clear that 
the retail merchant today does not 


get it out of individual sale. Long 
ago he found out through bitter ex- 
perience that the only way he could 
make money was to recognize that 
the consumer interest and his own 
were identical. Both are interested 
in capacity production and opera- 
tion of the industrial, agricultural 
and distributing mechanisms. Out 
of that condition there flows an as- 
surance of fair profit to the retailer 
at a minimum markup. The same 
conditions guarantee the consumer 
low prices and more goods. I repeat 
it, more goods. The whole philoso- 
phy of mass production methods 
and social organization is tied up in 
this fact. More goods make life bet- 
ter and better life is the first object 


of every one of us.” 
” * * 


@SCAR COVINGTON, prominent 
shoe merchant of Montgomery, Ala- 
bama, says: 

“Women who never before wore 
low heels are asking for them to- 
day.” Mr. Covington thinks that it 
is evolution, brought about by foot 
health education, where revolution 
had failed. 

“Tt used to be that our women 
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form us that 784 new factory 
buildings for defense work have 
been practically completed 
within the past seven months, at 
a cost of more than two billion 
dollars ($2,000,000,000). 

—This eacbers source informs us — 
approxi 4,000,000 i- 
tional workers will be absorbed 
into employment this year—in ad- 
dition to 2,000,000 reported to 
have been put on jobs in the first 
six months of the intensified de- 
fense effort. 


—Question ¢!—To what use will this 
tremendous factory expansion be 
put when, as and if the present 
world conflagration subsides? 

—Question ¢2—Will public or pri- 
vate industry be able to absorb 


these 6,000,000 plus workers when 


their defense occupation is com- 
? 


—Question #3—Who is going to 
pay for all this—and with what? 


SU Teen 


President 





customers were insulted if we 
showed them dress shoes ‘with low 
heels,” Mr. Covington says. “Now 
they are asking for heels from 11/8 
to 15/8” 

S6BR ATHER odd,” writes a sub- 
subscriber, “that the Boot AND 
Soe Recorper should speak of 
‘Jumping Jacks’. I have long ad- 
vocated that on the Bridle Path one 
should wear the same comfortable 
clothes that one wears when going 
on an outing, and to our prospects 
I mentioned that a riding habit was 
similar to a full dress suit and 
should be worn only for show 
purposes. Why should a person 
put on a tight leg pair of riding 
breeches and a stove pipe pair of 
boots, a tight-fitting jacket and a 


derby hat when he is going out for 
pleasure? Our theme must be that 
cowboy boots are the leisure type 
footwear for the man and woman 


who rides.” 


CLOY A. TAYLOR of Taylor & 
Hosmer, Wooster, Ohio, says: 


“The representatives of the Middle At- 
lantic Shoe Retailers Association are to 
be congratulated for having indorsed the 
pending House Biil Number 1031. 

“This is particularly true with refer- 
ence to manufacturers reselling Safety 
Shoes to their employees at so-called 
cost. It is utterly impossible for any 
one of the personnel of these manufac- 
turers to even guess when these Safety 
Shoes fit a man. In our store we don’t 
carry Safety Shoes in stock for the reason 
that the manufacturers in our community 
who insist on their employees wearing 
Safety Shoes, carry them for their em- 
ployees. We have yet to find a customer 
of ours properly fitted with Safety Shoes 
they have bought through these channels. 


youu 
: oe LL Jue ABOUT TAKE OUR 





“We feel that for the good of human- 
ity and the preservation of normal feet, 
Safety Shoes should be purchased from 
and fitted by experienced shoe clerks. 

“This is a purely unselfish letter be- 
cause we have no particular desire to 
invest two or three hundred dollars in a 
run of sizes of Safety Shoes but we de 
feel that some action should be taken 
by the proper authorities to curb this 
over-the-counter selling of such an impor- 
tant item as work shoes. 

“I would like to know what the attitude 
of retailers is about this subject.” ‘ 

* - * 
HRORACE WILLOUGHBY, buyer 
for Dreyfuss & Son, Dallas, Texas, 
says: 
“It looks like a large percentage 
of sales for Fall will be tan, on ac- 
count of the military influence. 
Some will be plain toes with 
buckles. I expect heavy sole brogues 
to predominate in light Norwegian 
grain leathers, in both plain and 
wing tips. We will buy smooth calf 
leathers for dressier wear. In the 
better grades, some blacks will be 
bought. In the less expensive shoes 
a large percentage will be tans. Ex- 
pect red rubber sole shoes with 
moccasin type toes to predominate 
in sports. At least that is my idea 

















of the buying picture for Fall for 
this store.” 









EN England it’s war first and the 
continuance of business second. 
Over here, it’s business, plus war 
preparation. It is interesting, there- 
fore, to get a trade picture of things 
as they are in the British Isles: 
“The troubles and trials of the 
shoe manufacturer are many and 
varied in these days. Of course we 
have a pretty heavy quota of Army 
and Air Force shoes to. make, not 
forgetting some for the Navy too, 
and that cuts down the quantity for 
all civilian use; not to mention a 
reduced—and very drastically re- 
duced—variety of leathers that are 
available. So you will see that the 
troubles we have are real ones, but 
they are not one-half as real as how 
to make more and better shoes for 
the Forces; and that is not easy 
with so many skilled men serving 
with one branch of the Service or 
another and, those who still remain, 
doing long hours at their benches 
and then putting in many hours a 
week at some such job as A R P 
work, Fire Watching, or in the 


Police.” 





AT pays to answer all letters, Albert 
Weitsen of the Footrue Shoe Co., 
544 Centre Avenue, New York City, 
had a novel experience recently that 
had profitable results for his store. 
It seems he received a postcard 
from a woman who wanted some- 
one to do some housework for her. 
In looking up the name of the per- 
son who had the same name as Mr. 
Weitsen’s store, the woman evident- 
ly didn’t look any further than the 
. first part of the name and at the 
address. 

Mr. Weitsen wrote the woman. 
telling her that he hada shoe store 
and was not doing any housework 
this season. He received no answer 
but a few days ago a woman came 
into the store and ordered a pair of 
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as was his first inclination, Mr. 
Weitsen wouldn’t have made a 
$15.00 sale and wouldn’t have had 
the woman for a customer, as she 
had not been aware of his store be- 
fore and had been in the habit of 
going downtown for her footwear. 
> 7 * 

@DE TO A SLIPPER ° 
You may only be a heel 

To many; 
You, may not have appeal 

For any. 


But to me you're the answer 
To a bunion’s lament, 

You’ve the sole of an angel, 
You’re heaven sent. 


































)17{ 





Though you get on your uppers, 


Your tongue never lies, 




















You’ve bound me forever 
With comforting ties. 


You make me to walk 
On the purest of air, 
On high-tred heels 


With toe-room to spare. 


Your lining is silver, 
You’ve a quality stamp; 

I’m your slave forever— 
Kid, you’re some vamp! 


—Sylvia Laibman 


1 
=> 








“There's a shoe that's a real sole saver, Reverend.” 

















Fall Styles 


AS SEEN AT 
NEW YORK 


SHOWS 


MorE Women Actively at Work in Defense 
Jobs and War Relief Work Makes Greatly 
Increased Demand for Tailored Shoes. More 
Money in Circulation Gives Promise of More 
Two-Shoe Wardrobes with Greater Variety of 
Types, Materials and Colors in Demand. 


Shoes for July Selling: 


1. Perennial first favorite, the open toe perforated suede 
pump. Faille lined (for softness). Note use of but- 
tons, grosgrain and newer throat line. 21/8 heel. 


2. Opened-up high-riding slipon, also in suede, with 
braid in military treatment. 21/8 heel. 

3. 5-eyelet tie for the more conservative woman. In soft 
smooth leather, open-toed and perforated for early wear. 
(Attractively stitched and corded.) 16/8 heel. 





Very smart for Fall will be the wool Tailorknit for 
town. We show this two piece black suit, plaided in 
red and white and worn under a red woolknit cape, as 








THE first showing of women’s Fal! lines, held in New 
York this past week, covered every price range and every 
section of the country where shoes are made. Five hotels 
swarmed with manufacturers and buyers. Optimism 
was the keynote of the Show, based on the increased 
purchasing power of thousands of women, brought 
about by the defense program. The defense program 
is having its effect on styles, too, as seen in the increased 
number of sensible low-heeled tailored shoes, designed 


an important forecast for Fall. Both the hat and the 
scarlet cape derive from Early American Colonial fash- 
ions. Photograph by the Bureau of Fashion Trends. 


for all the new activities in which all classes of women 
will be engaged. The influence of army officers’ highly 
polished shoes on women’s leathers and styles we have 
already noted many times. 

Every line had them . . . these smart tailored shoes in 
smooth crushed and boarded leathers, stitched, pinked 
and brogued for bootmaker finish. Stitching, by the 
bye, is the newer note in these mannish types, where 


.some detailing is needed to bring out the stain. The 


same leather color can become four or five different 
[TURN TO PAGE 42, PLEASE] 








Types to Sell in August and September: 
4. Spectator pump in smooth, crushed or boarded leather, stitched for 
bootmaker finish. (Square toe.) 18/8 built-up heel. 
5. Smart suit pump with stitched rolled tongue and non-skid sole rim. 


17/8 heel. 
6. Moccasin saddle in smart walking shoe. 14/8 built-up heel. Cored 
saddle separate from tongue. Stitched for bootmaker finish. (Highly 


7. The ghillie, back-to-college favorite. High, full tongue with — Amer- 
ican flavor. (Modified “Baby” last.) Smart hand stitching. 14/8 heel. 
8. Colonial buckle shoe on scooped 12%/8 wedge heel over modified 
“Baby” last. Ideal town casual. 
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Couneil Chairman Defends 


HAROLD CONNETT 


ADDRESSING the members of the Tanners Council 
of America at their Spring meeting at White Sulphur 
Springs, West Virginia, Harold Connett, chairman of 
the Board of Directors of the Council, suggested that 
the attention recently given to shoe prices by govern- 
ment agencies charged with procurement and price con- 
trol may have created a wholly misleading impression 
in the minds of the public. He declared that not only 
has the leather industry done a remarkable job in sup- 
plying its products for military and commercial uses 
at low prices, but that tanners, more than anyone else, 
are desirous of maintaining moderate price levels. At 
the same time he pointed out some of the difficult prob- 
lems that confront the tanners today in their efforts to 
accomplish this objective. 

“During the past month or two shoe and leather prices 
have received considerable attention, largely because 
several government agencies charged with procurement 
and price control have had occasion to refer to them. 
Whatever the reason for such official attention, an im- 


Harold Connett Tells Tanners at White 
Suiphur Springs Meeting, that Today's 
Leather and Shoe Prices are Low, Both 
Absolutely and Relatively, and that Reai 
Problems Confront Industry in Its Efforts 
to Keep Them So—Further Reduction in 
Profits, He Maintains, Would Destroy One 


of the Principal Incentives to Produce. 


pression may have been gained by the public which is 
wholly misleading. There has not, | believe, been any 
implication that leather or shoe prices have shown un- 
justifiable price increases. Nonetheless, the fact remains 
that the reasons for price change in leather and in shoes 
are either obscure or not understood by the public and 
by public officials. For that reason, I want to empha- 
size that if there is any plank upon which tanners agree 
from their knowledge and experience, it is the desirabil- 
ity of moderate price levels. 

“Now: let.me make it quite clear that this is no theory 
of mine or of the tanning industry created by some fear 
of governmental control of price. I have mentioned 
this point, I think, every time that I have had the plea- 
sure of addressing you at these Conventions in the last 
three years. ° 


©6T is axiomatic that tanners cannot want high pirces. 
Tanners do not at any time desire high prices, if only 
for the reason that every cycle of mounting prices in 
the Leather Industry has eventually wrought disastrous 
results. It is fair to state, I think, without exception 
that the subsequent down-trend after a rise inevitably 
results in a shrinkage of inventory values of the tanning 
industry greater than the sum of the profits realized 
during the rise. Tanners are fully aware that higher 
prices encourage substitutes and that while part of such 
a lost market may be regained after prices have resumed 
their normal level, there is always a danger that a part 
of the regular leather market is lost permanently to 
substitutes. 

“We may accept the thesis that tanners, for selfish 
interests, favor lower prices and I am sure that some 
of the gentlemen whom we have invited here from the 
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Leather Priees and Profits 


various government agencies will be glad to hear this. 
However, it is all very well in practice to favor some- 
thing but it is sometimes not so simple to put into 
practice. 

“T have been turning this whole question of price 
over in my mind and have tried to arrive at a formula 
of leather costs that might be taken as reasonably typi- 
cal for an average of my industry. I realize that the 
percentage of different cost elements varies substan- 
tially from one branch of the industry to another and 
even within one branch of the industry. In spite of 
these inequalities, however, I do not believe it is over 
difficult to establish a theoretical formula that might 
be reasonably typical and I would like, therefore, to 
assume that the following example is reasonable. 

“I suggest that the tanners’ average cost dollar might 
be made up approximately as follows: 


Tanning materials 
Manufacturing costs, including direct 

and indirect labor ................ 40 
Selling and administrative expenses 10 


$1.00 
Any sum realized above this dollar represents profits 
and taxes. 

“Now, with your permission, may I take this cost 
and analyze the items that go to make it up, so that 
those not quite so familiar with the industry as our- 
selves may see the problem we face. 

“First, let us take the question of taxes. Surely, it is 
absurd to indulge in any wishful thinking that taxes 
are not going to be higher. 


AS regards profits of this industry, if these are to be 
reduced further, one of the main incentives to produce 
will be destroyed. We all know that the average return 
in the Leather Industry for many years past has been 
inadequate. So much so that it would seem to me, ex- 
pressing it in mathematics, if you take away 1 from 0, 
even Professor Einstein arrives at an answer of minus 
one. Now there are certainly some in this country who 
desire to see the profit incentive eliminated from the 
economics of the country. It is my firm belief that these 
people are substantially in the minority, and that Indus- 
try and Labor alike, the Farmer and the White-Collar 
Worker, believe in the profit incentive system. 

“With respect to selling and administrative expenses, 
it is surely the function of Management to see that these 


are kept to the minimum consistent with efficiency of 
operation. The incentive for Management to do so ties 
in the realization that failure to keep these items of 
cost in line places the manufacturer in a poor competi- 
tive position. 

“Turning to manufacturing costs, the largest item con- 
sists of Wages paid to Labor. So far I have seen no 
signs, nor do I expect to see any, of Labor desiring its 
wage scales to be frozen or lowered. Quite the con- 
trary! 


*°IN my theoretical example, tanning materials repre- 
sent a relatively. small part of the cost. However, even 
in those branches of the industry where tanning mate- 
rials are a really substantial factor of cost, it is difficult 
to see that much can be done towards reduction of cost 
due to the innumerable items of tanning materials that 
are employed. So it seems to me, anyway you look at 
it, you come down to the question of raw material 
prices, and here we should pause to look into the fac- 
tors which affect the prices of hides and skins—element- 
ary though that may seem to those of us who are en- 
gaged in this tanning industry. Hides and skins, being 
almost without exception a by-product, are peculiarly 
susceptible to the laws of supply and demand. Reach- 
ing out for a few more hides and skins than may be 
readily available frequently results in price advances 
quite incommensurate with the leather market. 

“Hides and skins are not entirely, by any matter of 
means, confined to domestic sources of supply. In many 
cases the tanner’s raw material is 100 per cent imported 
from countries all over the world. Disappearance of 
whole markets, radical curtailment of shipping bottoms, 
etc., may create havoc with supplies and consequently 
with prices, and yet tanners must stay in business to sat- 
isfy their customers—whether civilian or government— 
keep buying raw material incessantly, keep their plants 
running and maintain substantial quantities of hides 
and skins in process at all times. Tanners recognize 
these problems and do the very best they can in such 
times to meet them. 

“I mention these matters quite openly because I as- 
sume that tomorrow Mr. Davis, of the Office of Price 
Administration and Civilian Supply, will give some at- 
tention to the question of hide and leather prices and | 
want him to know now how anxious we are to cooperate 
but that there are real problems to be overcome. 

“I trust that my remarks will not be interpreted 


[TURN TO PAGE 38, PLEASE | 





Above: Wide open mesh fabric makes this 

Kedsman casual from United States Rubber 

Company a real “foot cooler”. It comes in colors 
keyed to the newest in leisure clothes. 


Right: A wide mesh fabric moccasin pattern 
from Mishawaka Rubber & Woolen Mfg. Co. 
Trim is of brown sueded fabric and the thick 
wedge sole is of cork and rubber. The women’s 
open-toe, open-shank shoe has a wide elastic 
strap insuring a snug fit and a cork and rubber 
soie covered with crepe rubber. Mishawaka. 


eisure Afoo 
In 
ubber-Sole 
Shoes 


THE “shoe for the occasion” has become a well known term in 
women’s footwear but until recently. was far from applicable to the 
men’s field. With the growing importance of the casual influence in 
men’s clothing and the ready tendency of men to adopt less formal- 
ity in their away-from-town dress, a complete new line of thinking in 
men’s shoe styling has been brought about—the casual shoe. 

Rubber footwear manufacturers were not slow in taking up this 
new theme, seeing the wide possibilities of extra volume, and now, 
whatever the occasion, either active or spectator, there’s a shoe to 
“fill the bill.” 

Comfort plus style is the object of these men’s casual shoes. Cool, 
open-weave fabrics are coordinated with the new and popular colors 
in men’s leisure clothes in all-over patterns and smart combinations 
of contrasting tones. Thick soles of rubber and cork, combined for 
lightness, give the wearer a cushioned tread. Smart and salable, 
these shoes are an important part of the retailer’s Summer volume. 


Left: Three-eyelet saddle Kedsman from 
United States Rubber. The thick sole, despite 
apparent bulk, is extremely light in weight. 





Right: Walled toe Norwegian slipon of light 
—— hopsacking. Darker brown trim with 

sueded fabric saddle oo From Goodrich. 
Blue hopsacking saddle strap oxford with 
rubber sole in, simulated welt effect. Hood. 


Net a Brand New Note but a Trend That's 
Definitely on the Increase Right Down the Line 
in Men’s Apparet. Reflected Here in Men’s Rub- 
ber-Soled Footwear the Casual Influence is a 
Strong Factor in Their Styling and a New 
Field Broadens Out for the Warm Days Ahead. 


Above, left: Side-lace plain toe pattern with thick wedge 
sole of layers of cork with rubber outersole. From the 
United States Rubber Company. 


Left: Plain toe, oe slipon Be brown hopsacking 
with thick wedge sole finished in stucco effect. One of 
the interesting styles in the line of Cambridge Rubber Co. 
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Warm Weather 
Shoe Windows 


“Town and Country” was the theme of the clever 
Spring window by McCreery’s, New York, at the 
top of this page. It featured both shoes and hosiery. 


back, i 
shoe window at Ohr ’s, 14th Street, at left. 
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IN the last analysis, weather calls the turn on 
the time when a Spring selling season begins, 
and this year weather was more auspicious than 
in any recent Springtime within the recollec- 
tion of most New York shoe men. April, for 
the most part, was characterized by warm, 
pleasant days with a noteworthy absence of the 
April showers that gardeners and suburbanites 
depend upon to keep lawns green and flowers 
in bloom, but which sometimes interfere seri- 
ously with the early expansion of Spring shoe 
sales. April and May thus far have been ideal 
from a shoe man’s standpoint, with the result 
that all sorts of Spring shoes have been selling 
in volume, while the white season has gotten off 
to an early start that is almost unprecedented 
fr - this latitude. 

The early Spring has had its influence, too, 
on the window displays and promotions of shoe 
stores, department stores and apparel shops. 
Quick to seize the advantage of an early cus- 
tomer response to warm weather merchandise, 
windows have been filled with attractive show- 
ings of play shoes and spectator types, the lat- 
ter being especially in evidence, as will be noted 
in the windows reproduced on these pages. 
They show the extent to which outdoor, warm 
weather shoes are being featured and promoted 
by New York department stores, with a cos- 
tume tie-up in most instances to suggest the use 
of the shoe, and with a background theme that 
is also seasonal and timely. Displays like these 
are almost certain to prove effective when they 
synchronize with the season and are backed up 
with selling power of bright, sunny weather. 


Early Foretaste of Summer Gires 
Opportunity for Striking Displays of 
White Shoes, Play Shoes and Spec- 
tator Types in Store and Window. 


An attractive background suggestive of Summer 
gives interest to the above display, used by 
Franklin Simon to promote spectator types. 


“The Veranda Crowd” was the caption for this 
attractive dramatized window by Blooming- 
dale Brothers, another spectator shoe showing. 
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4 Per Cent of Customers 


Come from Out-of-Town 


John D. Caldwell, owner of Cald- 
well’s, who has been connected with 
the firm for 25 years. 


Exterior of Caldwell’s, showing the 
heavy glass door. The front is of blue 
construction glass, with the name in 
ivory letters laminated into the back- 
ground. Windows are spacious and 
attractively lighted. 


Good Shoes, Correct Fitting, Expert Service Bring 
Them to Caldweli’s in Concordia, Kansas, Whose Suc- 
cess Again Demonstrates the Soundness of the “Better 
Mousetrap” Theory. But Hard Work Also Played Its 
Part in the Building of This Unusual Retail Shoe 
Business, Now in Its Fine Modern Home. 


©¢§) UST off your superlatives when you make your first visit to Cald- 
well’s new shoe store,” advised the Concordia (Kansas) Blade-Empire 
in telling the story of the opening a few weeks ago. Photographs on 
these pages bear out the newspaper Yeporter’s glowing account of this 
fine retail establishment, a “father and son” business ownd by John D. 
Caldwell and John D. Caldwell, Jr., which opened its new and modern 
quarters to the public about a week before Easter. 

Containing four separate stores in one, with floor space on three 
floors and one mezzanine, the new store is [TURN TO PAGE 45, PLEASE] 
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At the rear of the main floor below the 

mezzanine floor is the men’s yo 

ment. All grades of shoes, from $5.00 

to $12.50, are carried in this department. 

Note how the department is set off from 
the rest of the floor. 


Above: View from the front of the store, 

with accessory department on the left. At 

the rear mezzanine is the juvenile depart- 

ment. At the right in the foreground is a 

stairway leading to the downstairs store 

where men’s, women’s and children’s shoes 
at popular prices are carried. 


Right: View of the downstairs store. 
Fluorescent lighting is used here as in the 
— of the store. By making this basement 
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The Middle Way 


THERE has been a lot of undercover shoe buying. 
Many businesses believe that now is the time to build 
up inventory, as against the harder times coming. Bet- 
ter to have shoes on the shelf and in the basement than 
to be worrying about delivery dates, etc. But it takes 
money to do that sort of thinking. Far better for the 
majority of merchants to walk the middle path. You 
never can tell what may happen in this mad, mad world. 
When a store has an adequate stock, not too much and 
not too little, it can serve well and profit in proportion 
to its opportunity. 

Many merchants are now covering for the Fall, and 
the price rises have been universally moderate. Actu- 
ally, there is far too much conversation on the subject 
of mark-up and mark-down—mostly the former. There 
have been known to be changes of style to disrupt the 
plans of many a. merchant who plunged too heavily on 
futures. 

Pricing is the paramount topic in every store, every 
factory and in economist and consumer bureaucratic 
offices in Washington. There is not enough talk about 
how to get more business, how to increase the diet of 
foot-wearables, how to plan and promote a Fall season. 

We have already voiced a caution on too abrupt 
mark-ups. Some of the public can’t take it and some 
won't take it. At least, not so early in the game. If 
things go riding along as they are, prices will start 
moving up because general prosperity -is an amazing 
foil against common sense. 

This we do know—that shoes are very vulnerable to 
adverse publicity. They are common to men, women 
and children and the only article of universal wear. The 
thing NOT to do—and we emphasize it twice over—is 
“don’t advertise that ‘shoe prices are rising. Now is 
the time to buy, before they shoot up the line.’” That's 
the most natural form of customer-appeal to fill the fit- 
ting stools but it is bad business—bad for you and your 
store and bad for your neighbors. 

Many a man is going to cushion increased costs by 
his expectation of increased volume, and by making his 
private brands (usually orthopedic, correct or correc- 
tive) carry most of the load. Branded shoes are in the 
position of being right out in the open when it comes 
to rises. For rise they must! Every possible effort is 
being made to check abrupt rises. The pity of it is 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


that you can’t make them progressively, ten cents at a 
time, because if you could—now would be the time to 
take the first bite. You then get the public accustomed 
to small moves and you don’t have to go into a lengthy 
discussion as to what caused it—or wait for a psycho- 
logical date. 

Caution of cautions to all industry! Let’s do every- 
thing to prevent shoes from being made the guinea pig 
in the laboratory experiments of economists. Sure as 
shootin’ if we have price-fixed hides, some super-duper 
economist is going to blast the living daylights out of 
those businesses that take fifty cents and dollar rises, 
after the newspapers have told the public that freezing 
hide prices makes unnecessary further retail price rises. 
Nothing could be farther from the truth because a 
penny or a two-penny rise in hides is microscopic in 
comparison with additional costs in labor, in parts and 
supplies and in all the ramifications of cost accounting. 

The natural impulse of the economist is to say that in 
this defense emergency no merchant should add to his 
retail price any more than the increase in the factory 
cost of his shoes. But that’s absurd—togical as it may 
seem to the economists—because the business man takes 
his base cost to figure his mark-up. . . . because business 
can only be done that way. 

We express again our fears that this thing called 
SHOES is a pure guinea pig for price publicity and if 
it comes, beware the buyer’s strike. . . . one of those 
unexplainable cessations of buying. 

If you have watched the way stores have drained 
shoes for Britain out of closets, you marvel to yourself 
about the life of a wardrobe shoe. This public could 
go along for weeks and maybe months without new 
shoes if it had to. Any squeeze play would scare the 
dollars out of retail stores that are operating close to 
the handle. Remember the meat strikes not so long ago. 

So our caution is—if you are going to do it, do it now 
and follow up progressively. Don’t say anything about 
it, except over the fitting stool, when it is necessary. 
Give the public compensations of better fitting and bet- 


ter service. 
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In unlined casual footwear, practical shoe- 
makers find Celastic easily adapted and a 
thoroughly efficient box toe. The shape of 
the moccasin type toe is maintained —an 
important feature in shoes that are to re- 
tain their sporty appearance. 
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HOW CELASTIC IS USED IN UNLINED CASUAL SHOES 


Celastic is proving successful in casual, play and loafer types. In factory 
production, the dry Celastic box is cemented along the skived tip line 
edge and positioned on the inside of the vamp. Stitching in the plug 
permanently fastens the box. At the pulling over operation the upper is 
turned back and the surface of the Celastic next to the vamp is brush- 
coated with Celastic Softener. The surface of the box toe fuses with the 
leather, making a tight toe unit. 

This Celastic adaptation provides a firm, durable box toe — the character 
of the shoe is preserved and the toe area remains clean and comfortable 
on the foot. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


THE QUALITY 
BOX TOE 








says Fred Wagner... 
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Darex Insole ee We salute Fred Wagner on the history-making success 
ments dedicated to fac- of his “Tango” Pump. A man who can make a shoe like 
py ripen that surely knows his shoemaking materials. And it’s 
truly the Men Who B Ue . 

Know Shoemaking such praise as his—an honest opinion freely given— that 
Best. we believe testifies more forcefully to the place Darex In- 

soles hold in the shoemaking industry. 


DEWEY anp ALMY CHEMICAL COMPANY 
CAMBRIDGE -° CHICAGO + MONTREAL 





+*darex insoles 














FRED WAGNER 
First Vice-President 
and Superintendent 

Brauer Brothers Shoe Company 

St. Louis 








a portrait in shoes .. 








FRED WAGNER, inventor of 
the nationally famous “Tango” Pump 
(one of the largest-selling single-type 
shoes in the industry), is a master 
shoemaker whose whole career has 
been identified with the company of 
which he is now vice-president — 
Brauer Brothers Shoe Company of 
St. Louis. 

Beginning as a machinist in 1919, 
he soon rose to the position of fit- 
ting room foreman, and in 1923 was 
made superintendent of the entire 
factory. Eleven years later the inven- 
tion of his famous “Tango” Pump (designed to 
end women’s complaints that they couldn't 
wear pumps because they cut their feet) brought 
him country-wide prominence as one of our 
outstanding shoe “engineers.” 

Besides the Wagner Process for the “Tango” 
Pump—which numbers such widely advertised 
names as International Shoe, Wolff-Tober, Car- 
mo Shoe, and many others, among its lessees 
—Fred Wagner holds an interest in some 
twenty other shoe patents, as well as the honor 
of designing the first successful Wood Heel 


















Fitting Machine, which made the whole industry 
mechanical-minded regarding this operation. 

A shoemaker of inventive genius, specially 
aware of the consumer's demand for shoes that 
feel good as well as /ook good, it’s a safe bet 
Fred Wagner doesn’t guess when it comes to 
picking his shoe materials. He tests them all. 
And he sticks to those he finds he can count 
on to give him the top-notch shoes he’s in the 
habit of building — the shoes that have entitled 
him toa prominent place among the Men Who 
Know Shoemakiag Best. 
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The (6/C Oval Shank, popular for use in Women’s Cement, 
McKay, Littleway and UCO Lockstitch shoes. 


SWEDGING 


FEATURED BY 
a“ UNITED % In planning a bridge, in fitting a shank — 
, engineering skill is essential. 

In the making of United Shanks, “Built to 
Specifications” means that each original 
shank fitting is made to the individual 
last of the shoe manufacturer. After these 
custom specifications are determined, 
shanks are cut and formed according to 
the original model and produced in quan- 
tity — accurate and uniform. 


These engineering abilities are determin- 
ing factors in producing United Shanks. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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Fall Fashions 


[33] 


Take to the Air 


And Air Blue... the Grey Biue of the Royal Air Force 


Uniforms ... Is the Talk of the Trade, 


Slated for Volume 


Business for Fall, lt Is Appearing in Every Kind of Gar- 
ment... in Men’s, Women’s and Children’s Ready-to-Wear 


and Accessories. Shoe Men, Take Note, 


Because It's the 


Perfect Background for Brown, as Well as for Red Shoes. 


GREY blues have been coming into the women’s ready- 
to-wear style picture for a year or more, as you who 
watch the general fashion market must have noted. Last 
Fall Soldier Blue was launched as an important new 
color in the military fashion trend for women’s clothes. 
Fall of 1941 will see a new grey blue, greyer than Sol- 
dier Blue, borrowed this time from the uniform of the 
R. A .F. flier (Slate Blue . . . a close match . . . is worn 
by the U. S. Flying Cadets.) Air Blue marks a new 
trend, a subtle wearable color, styled for more people 
to wear in more kinds of garments. California design- 
ers and manufacturers are doing a lot with it. And 
that is another strong point in favor of its general ac- 
ceptance. It is the color of the new official women’s uni- 
forms of the Red Cross. And that makes it an important 
part of our defense program. 

High style fabric houses have always carried a 


greyed blue in their casual coat and dress fabrics. This 
year the volume houses have it in fleeces, woolens and 
in smooth textures such as twills and coverts. It is 
slated to be a fabric for dressy costumes. Dresses in 
Air Blue will be worn under black and brown coats. It 
will be combined with bright red in tweeds. That's why 
we say, watch Air Blue for coordination with brown 
shoes and with bright red; with darker reds, too, and 
with antiqued (Bootmaker Finish) tan, red, etc. 


EF the manufacturers have their way this color will 
not stop with women’s coats, suits and dresses. You will 
see it in hats, bags, gloves and even stockings matched 
to the costume. And you will see men’s hats, suitings, 
shirtings, socks and ties and children’s corduroys, 
sweaters, woolen fleece snow suits and coatings in the 
same soft, becoming color. 
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A Boot and Shoe Recorder Department 


ork peapre ss 


by JOHN F. W. ANDERSON 


Father’s Day—June 15th 


Here’s an idea used by a Boston, 
Mass., shoe store to promote business 
and interest for Father’s Day last 
year. Possibly it will be useful to 
other retailers for this year. 

The retailer advertised that during 
the week preceding Father’s Day, all 
fathers that dropped in with their sons 
would receive a special reduced price 
if they bought a pair of shoes*for each. 

(Note—Figures released by the Na- 
tional Council for the Promotion of 
Father’s Day report considerable busi- 
‘ness progress of the promotion. In 
1939, there was a 26 per cent increase 
over 1938 in business for the week 
preceding Father’s Day, and in 1940, 
a 29 per cent increase for the same 
period. ) es 2 @ 


Line of Play 


We looked in the doorway of a busy 
Washington, D. C., shoe store the 
other day and saw an interesting way 
to display play shoes: 

Wires were strung across the store 
in parallel lines from the top of one 
set of stock shelves to the other. And 
play shoes we-e suspended from each 
wire in a bright and colorful display. 
I suppose the idea is that a customer 
can’t miss the bright colors as he 
walks into the store or maybe he is 
going to observe them as he leans 
back in the chair and tries to decide 
if the shoe the salesman has put on 
his foot feels as comfortable as an 
old slipper. But, anyway, the idea 
offers great creative possibilities, with 
different color combinations and 
styles on different wires, etc. 

* * * 


A Box for Everything 


We visited a shoe store recently 
that had taken definite steps to 
see that each salesman had plenty of 
polishes, horns, laces, cleaners, trees, 
etc. handy. ; 


In. each salesman’s fitting section, 
a set of six or eight boxes had been 
set aside about waist high in the stock 
shelves where he can keep a stock of 
his needed findings items. For 
store had found that salesmen wW 


always take the easiest course and will © 


not plug extra items unless they are 
handy. 

It’s an effort to get up and go to 
the back of the store or the wrapping 
counter for a suggested extra sale 
item, but no trouble at all to swing 
around on the fitting stool and take a 
box of polish out of a shoe box. 

* * * 


“For a Glorious Summer A-Foot .. - 
Flower-Fresh and Cool 
Beauty That’s Foot-Flattering and 
Fashion-F oremost!” 
(Pomeroy’s, Reading, Pa.) 


* * * 
A Retailer on His Toes 


Manager Ben Lubin of Wiebolt’s 
Shoe Sto-e, Ashland and Monroe 
Street, Chicago, Illinois, writes in to 
say that they are enjoying a splendid 
increase in business since they in- 
stalled display tables in the store. 

“We keep a sharp eye on our dis- 
plays,” says Manager Lubin, “and 
during the day if a particular display 
does not pull, we change it at once. 
When a customer stops at one of the 
display tables, I approach her, learn 
which style of shoe she is interested 
in and show her to a seat. Then I 
have a salesman take care of her at 
once with the proper style: ‘Our Cus- 
tomer Service has been excellent. And 
that is how we get increased busi- 


ness.” 
* * * 


White Shoe Season 


Now is the time to get ready for 
the white shoe season. 

You will need to use extra precau- 
tions at this time of the year to keep 


EAS 


4 


your window displays neat and fresh 
and clean. 

Clean white gloves are recommend- 
ed when arranging your whites in the 
window. Keep a powder bag handy 


* to cover up scratches on finger prints. 


ep a piece of art gum handy to 

ase any finger marks from back- 
ground and floor papers. If a cloth 
background is used, have a can of 
dry cleaner fluid near by. Keep an 
eye on your window glass—keep it 
especially clean at this time of the 


year. 
* * = 


Memorial Day—May 30th 


Memorial Day falls on a Friday this 
year and.it’s a good idea to make 
plans right now. In some states the 
stores stay open, in others its a full 
holiday. Better check with the other 
stores in your community so that you 
can all present a united front. If you 
will be closed it may be advisable to 
offer special bargains for the day 
before in order to make up for the 
day’s loss of business. And with a 
holiday on a Friday, many people 
will be taking a long weekend which 
won’t do your Saturday business any 
good. So why not run a special sale 
on Saturday to encourage those who 
remain in town to come in and buy. 

* * * 

“FAIR and YOU-NG” 
(Wetherby-Kayser, Los Angeles) 

* * 


Once Started—The Ball 
Gathers Momentum! 


A new high in children’s business 
at the White House Department Store, 
Tucson, Arizona, is the result of ‘con- 
stant effort to build up new customer 
contacts. 

Women’s and Children’s buyer Bill 
Wright regularly obtains lists of the 
mothers in the local hospitals and 
maternity homes. To each mother 
he sends gratis a pair of attractively 
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BEST IDEA OF THE WEEK 
NEED A LIFT? 
(Al Robbins Shoe Store, Bloomington, Indiana) 


O. P. Ideator—‘“Located in a town that is the seat 
of Indiana University, I can well imagine that you 
have merchandising problems unheard of by the aver- 
age shoe store.” 


Mr. Al Robbins—“You are certainly right in that 
surmise. However, I'd like to tell you about an idea 
that has caused more favorable comment and good- 
will than you could believe possible.” 


O. P. Ideator—“And comment and goodwill usually 
leads to more business, doesn’t it?” 

Mr. Robbins—“In this case, yes. But to continue. 
As you know students in college towns are constantly 
looking for rides home on week-ends, that is students 
that live within 200 miles of the campus. Some of 
these students have cars and are looking for passengers 
to help share expenses. Sometimes the parties of the 
first part with the cars find the parties of the second 
part—without the cars but with the expense money— 
and sometimes they just don’t make connections.” 

O. P. Ideator—“And I'm beginning to think that 
that’s where you must come in.” 

Mr. Robbins—“That’s right. In fact, a reporter of 
the Indiana Daily Student was around and he thought 


that I was such a Good Samaritan that he wrote up 
an item for the paper, as follows: 


RIDE-SEEKERS PLEASE 
NOTE: HERE'S A LIFT 


Wanta ride home? 


There’s a “clearing house” for such things now, 
according to Al Robbins, local merchant. 


As a service to University students, Mr. Robbins is 
maintaining the “clearing house” free. Students desir- 
ing rides to their home towns and drivers seeking 
students to’ share traveling expenses may telephone 
or register with him. 


In this way, Mr. Robbins said, the students will 
have a definite way of knowing the supply and de- 
mand for rides to any particular city.” 


O. P. Ideator—*“A service like that may take con- 
siderable time but should pay for itself in thanks 
from the students. An idea like that should be of 
interest to all shoe stores located in towns containing 
colleges and private schools. Increased traffic flow 
should-mean increased business. Many thanks to you!” 











packaged baby shoes. He follows up 
each mailing with a telephone call 
to find out if they were satisfactory. 
This paves the way for future busi- 
ness. For over the ’phone he plays 
up the store’s X-ray service, the fact 
that children’s shoes will be person- 
ally inspected every week or two and 
that they will take care of all foot 
health needs. 

Every mother is urged to bring her 
child in every two weeks to have shoes 
inspected for signs of possible trouble 
and for corrective measures when they 
are needed. For simple repairs, a 
local repair shop is recommended 
with instructions for the correction. If 
the wearing problem is serious a 
nearby orthopedic expert may be rec- 
ommended. . 

RESULTS—Between 30 and 40 per 
cent of the women contacted with the 
baby shoe gift become regular chil- 
dren’s shoe customers. On that basis 
the promotion is an extremely low-cost 
proposition. 

“Besides being a profitable business 
directly,” reports Mr. Wright, “the 
children’s trade is the most valuable 
feeder for adult business that any 
store can have. In nearly every case 
where we develop a business in shoes 
for the child, we eventually get the 
trade of the whole family.” 

* #* * 


To Catch the Eye 


An attractive modern note that we 
have noticed in a number of new store 


fronts is the practice of projecting 
the window glass out beyond its base- 
board. It might be called a sort of 
dermer window with the projection 
anywhere from six inches to two feet. 
Another arrangement with the same 


A full page 


effect is to recede the baseboard and 
headboard the necessary distance. A 
projection in this fashion often seems 
to have greater eye-catching power in 
similar manner to a map set in base 
relief. 


by Famous-Barr. Some call ’em cas- 


ad 
uals, but the public still calls "em sports shoes. 





only ONE line 





sells the MOST shoes 





It is a fact that more Fortune Shoes are sold by 
independent retailers than any other brand in 


this price range in America. 


We are proud of that, Mr. Shoe Retailer, but we 
do not think it is as important to you as the 


answer to this question: 


WHY do Fortune Shoes Sell More? 


We can tell you. 


Fortune Shoes Turn Over Faster. 


There are many reasons why Fortunes sell 
faster. For one thing, they have always been 
good shoes, sound values for the retailer to offer 
his trade, with a mark-up that enables him to do 


a profitable business, season after season. 


Another factor behind Fortune leadership is the 
strong advertising support we have given the 


Fortune brand. Fortune Shoes have been adver- 
tised in The Saturday Evening Post, Liberty, 
and Esquire magazines, and on a Coast-to- 
Coast radio network. 


No other shoe in this price range in America can 
cite a national advertising history that extensive. 
As a consequence, when a retailer adds the 
Fortune brand to his stock, he is gratified to 
find that he has a shoe name already familiar to 


his customers. 


No single condiiion or operation is the secret of 
the success that Fortune Shoes have attained. 
A combination of good shoe-making, effective 
advertising, and a sensible merchandising program 


_—from manufacturer-to-salesman-to-retailer—has 


produced a winner in the Fortune brand. 


If you are a Fortune dealer, you are already 
familiar with the advantages of the Fortune 
franchise. If you are not, we believe it will pay 


you to investigate. 


FORTUNE 
Shoes foo Vllon 


So RE eatlart re” 
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Fortune Will Stay in First Place Next Fall 


A co-operative newspaper and radio advertising 
plan, de luxe motion displays, direct mail and 
novelty material all fit into the Fortune pattern of 
faster sales and profit. 


Salesmen now out with the new Fail Fortunes can 
show you, in twenty minutes, how Fortunes plan 
to stay in first place next Season. 


Three Fortune “Profit Packages” of dealer adver- 
tising, supported by three Fortune advertisements 
in Esquire magazine, again will help more dealers 
make more money with the Fortune line. 


Of course, the new Fortune line itself is right. It is 
styled and built that way, every season. The For- 
tune line is the leader. See it before you buy. 


RICHLAND SHOE COMPANY ee NASHVILLE, TENNESSEE 


A ea Se SD FO O F GENERAL SHOE CORPORATION 


. 
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Council Chairman Defends Leather Prices 


[CONTINUED FROM PAGE 21] 


as implying that prices for leather 
or shoes are high today; on the con- 
trary, the tanning industry has done 
a remarkable job in supplying leather 
for military and commercial purposes 
at reasonable and even low prices. 
Current values are, on the whole, mod- 
erate and even below the long-term 
averages which may be used for com- 
parison. Shoe prices, for example, are 
actually and relatively low today, and 
I understapd’ that the Council esti- 
mates the average factory value of 
all shoes was no more than $1.82 in 
March. A year ago, the comparable av- 
erage was $1.81, and back in 1929, 
$2.57. The fact that shoe prices have 
been so cheap, seems to have made ob- 
servers outside of the industry take it 
for granted that these were average or 
normal levels. That is far from being 
the case, however, and consumers, in- 
cluding the. United States_ Government, 
have been getting extraoPdinary value 
for their purchases. I believe that 
leather has played a not inconsiderable 
part in making possible these values in 
footwear, and even today after a sub- 
stantial increase in raw material costs 
*from last summer, almost all leather 
prices are still on the right side of the 
historical average.” 


Army Shoe Problems 


Merrill A. Watson, executive vice- 
president of the council, pointed out 
that production of leather for Army 
shoes involved unusual problems which 
affect prices. The sharp increase in 
Army needs resulted in a demand upon 
tanners for larger quantities of upper 
chrome retan leather. Only a propor- 
tion of the hides purchased will make 


oe 
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this leather, and there are important 
problems in grading and _ selection 
which complicate the price and cost 
equation. Producers of retan must dis- 
pose of those hides which will not meet 
Army specifications and prices received 
for such leather will affect the price of 
the Army leather. 

In the case of commercial nine-iron 
and up sole leather used for Army 
soles, only 15 per cent or less of the 
hide can meet the applicable sole 
leather specifications, and here, too, 
prices the tanner obtains for soles de- 
pend upon what the other parts of the 
hide will bring. Instead of Army 
leather demands reducing supplies for 
commercial use, Mr. Watson said, they 
actually increased the leather available 
for commercial purposes. 

While the unusual Army demands 
have been thrown into the leather in- 
dustry, Mr. Watson continued, tanners 
sustained “probably the biggest com- 
mercial business in the last 15 years,” 
as both manufacturers and retailers 
replenished subnormal stocks, but he 
insisted that there has been no evidence 
of a disorganized market in hides. He 
cited comparisons showing that light 
native cows at 14.75 cents are slightly 
under the 40-year average of 14.8 
cents. Comparisons with August, 1940, 
prices, he said, take no account of the 
fact that a raw material disaster, 
comparable with the 1934 drought hide 
situation, was threatened last Summer 
when South America lost its European 
markets. 

Other speakers on the program and 
their topis were: Edward L. Drew, 
statistician, Tanners’ Council, “Poten- 
tial Leather Demand”; Irving R. Glass, 





Omaha Window Display Features Whites 

























































J. L. Brandeis & Sons, 


as the complete stock carried at all times by 
. Figure of nurse helps to stress the health feature 


of the footwear. 








economist, Tanners’ Council, “Raw Ma- 
terial Supplies”; Samuel C. Weel, 
attorney, Office of Production Manage- 
ment, “What™~the Defense Program 
Means to America”; Hayden Rayno:, 
Division ‘of Priorities, OPM, “Priori- 
ties”; J. P. Davis, Office of Price Con- 
trol, “Prices.and Price Control.” 
Golf Tournament Winners 

Compton Rees, vice-president of 
Hans Reés’ Sons, Iné., Asheville, N. C., 
won the President’s Cup in the golf 
tournament. Mr. Rees’ score was the 
best net for the two days’ play and 
totaled 138. He becomes the tenth per- 
son to win this trophy, which is com- 
peted for annually at the tanners’ 
Spring meetings. Mr. Rees is the son 
of the late Harold B. Rees and is in 
charge of tannery at Asheville, where 
he has resided for the past five years. 

The other events and winners are 
as follows: 

Runner-up, President’s Cup, Louis 
H. Hamel, 139. 

Low gross, 36 holes, Thursday and 
Friday, Stephen - Palmer, Earl L. 
Pierce, 160. 

Low net, 18 holes, Thursday, E. G. 
Glidden, 64. 

Low gross, 18 holes, Thursday, James 
W. Byron, Gordon Krause, 80. 

Low net, 18 holes, Friday, C. W. 
Reilly, 62. ; 

Low gross, 18 holes, Friday, Earl L. 
Pierce, 79. 

High gross, 36 holes, E. W. Emery. 

Best approach to 18th hole, Friday, 
A. J. Bird, Buxton Co. 

Most 2’s and 3’s combined, both days, 
Richard Bernheim. 

Most 7’s and 8’s combined, both days, 
Jos. C. Kaltenbacher. 

Low net, 36 holes, Thursday and Fri- 
day, Ernest D. Key, Atlanta Belting 
Co., 187. 

Second low net, 36 holes, Thursday 
and Friday, R. H. Butler, Geigy & 
Co., 141. 

Low gross, 36 holes, W. T. Teas, 
Teas Extract Co., 159. - 

Low gross, 18 holes, Thursday, S. V. 
Minskey, Mead Corporation, 82. 

Low gross, 18 holes, Friday, Geo. 
H. Elliott, 87. 

High gross, 36 holes, R. E. Colby. 

The Allied Trades Cup, competed for 
each year by teams of tanners and 
members of the allied trades, was won 
by the tanners’ team. 

The Golf Committee consisted of 
Richard Bernheim, chairman; E. Carle 
Shotwell and Major Joseph W. Byron. 


Managers Changed 

Des Mornes, IlowaA—Charles A. 
Sneed, who managed the Burt Shoe 
store here for three years, but went 
to the Burt store in Indianapolis, Ind., 
a year ago, has returned to take over 
the management of the store, and H. 
B. Shaman, who has managed the Burt 
store here for the past year, "ha left 
to manage a Baker Shoe store at Day- 
ton, Ohio, for the company. 
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Joseph Lustig, left, president of 
Lustig’s, Youngstown, Ohio, and 
his son, Bertram, general mana- 
ger and a of the 


LUSTIG’S, in Youngstown, Ohio, is an excellent ex- 
ample of a successful enterprise where father and son 
work together. The firm was started more than 40 years 
ago by Max Lustig. Later his brother, Joseph, bought 
cut his interest and continued in active charge of the 
business until 1914, when he was succeeded by his son, 
Bertram. 

Joseph Lustig remains president of the firm. Ed 
Kline, a son-in-law, is vice-president. Mr. Lustig’s son, 
Bertram, is general manager, secretary and treasurer. 


[39] 


Another Generation Helps to 
Continue the Fine Traditions 
That Have Made These En- 
terprises Prosperous, Success- 
fal and Honored in Their 


Various’ Communities. 


He directed the expansion and complete rebuilding of 
the store in 1923. 

Several years ago a downstairs store was added, in 
the depths of the depression, when the demand was for 
low priced shoés. Since then this department has be- 
come one of the most important parts of the store. 

The store was completely remodeled in 1937. It is 
now among the finest stores to be found in the country. 

The staff of Lustig’s have long been readers of Boot 
AND SHOE REcoRDER. 
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Washington Letter 


Developments Affecting Retail Business 
As Reported from the Nation’s Capitol 


APPOINTMENT of Major Joseph W. 
Byron, president of W. D. Byron & 
Sons, Inc., of Williamsport, Md., as 
chief consultant of the OPM Leather 
Unit, Materials Branch, has been an- 
nounced by John D. Biggers, director 
of the production division. Major By- 
ron takes the place of H. M. McAdoo, 
chief consultant for the last few 
months, who is returning to the presi- 
dency of the United States Leather Co., 
New York. Major Byron, a 1914 grad- 
uate of the United States Military 
Academy at West Point and a United 
States Army major from 1914 to 1919, 
when he resigned, is a member of the 
executive committee of the Tanners 
Council of America and has been in 
volunteer service of the Administrator 
of Export Control, Gen. R. L. Maxwell. 

Major Byron has been an executive 
of W. D. Byron & Sons since 1919, first 
as assistant treasurer, then as trea- 


surer} Tine sreatdent gener .manager 
he. wi 


and président. In 1938 he. leather 
and tanners adviser at NRA hearings. 
From 1939 until the present he has 
been chairman of the sub-committee on 
hides and leather for the Army and 
Navy Munitions Board. 

M. A. Watson, a consultant in the 
leather unit, also is returning to pri- 
vate business. He is executive vice- 
president of the Tanners Council of 


America. 
+ * 7. 


SHOE experts in the Commerce De- 
partment’s Bureau of Foreign and Do- 
mestic Commerce expect this war to be 
no different than previous wars so far 
as the aftermath will affect shoe pro- 
duction. During the World War, the 
bureau recalls, many became so accus- 
tomed to wearing leather shoes with 
the armed forces they continued to 
wear leather shoes where possible after 
peace came. Principal shoe-exporting 
countries further stimulated this de- 
mand, shoe plants sprung up in coun- 
tries where none existed before, many 
areas became shoe. exporters for the 
first time. 

While North American shoe produc- 
tion shows prospects of enjoying a rec- 
ord year of 462,000,000 pairs of leather 
footwear in 1941—an all-time record— 
European countries have found it im- 
possible to maintain their volume of 
production. War activity, heavy mili- 
tary requirements, raw material short- 
ages, regulated production, controlled 
consumption and price fixing and a 
growing scarcity of skilled labor have 
contributed to their difficulty. Best of- 


MERRILL A. WATSON 


Executive Vice-President of Tan- 
ners Council who since last July 
has served as advisor on leather 
problems to OPM and Council of 
National Defense, giving several 
days a week to Washington duties. 
Major Joseph W. Byron, of W. D. 
Byron & Sons, Inc., now takes 
over this work, having been ap- 
pointed chief consultant of OPM 
Leather Unit. 





ficial guess is that European produc- 
tion will decline for some time ahead. 
On this side of the Atlantic, raw'ma- 
terial sources continue to function. 
New sources of supply are being devel- 
oped, particularly in Latin America. 
* * * 


GARGANTUAN figures on the cost 
of government for both defense and 
peace purposes were tossed before eye- 
bulging delegates to the recent annual 
meeting of the Chamber of Commerce. 
Jesse Jones, with a string of govern- 
ment titles as long as a clothes line, and 
as federal loan administrator the 
world’s greatest all-time lender, almost 
casually told the convention it is prob- 
able that government borrowing au- 
thority will grow to $90,000,000,000, 
“even ‘allowing for paying as much of 
this extraordinary cost from current 
taxes as our economy can stand.” 
Perhaps some of the business men 
who heard these announcements may 
have remembered it was Secretary 


Jones who was quoted a short while 
back as saying that the country was 
in the war, or nearly so, and that “when 
you’re at war you’ve got to throw 
money away.” 

> * * 


W HILE pointing out that nation! 
defense must have “priority over poli- 
tics and pocketbooks,” Attorney Ells- 
worth C. Alvord, Washington tax ex- 
pert, warned against the dangers of 
inflation and its effect on peace-time 
economy, and attacked the goverr- 
ment’s fiscal extravagance of the past 
decade. Unless effective steps are taken, 
Mr. Alvord warned, to improve the ra- 
tio betwen revenues and expenditures, 
the present Federal debt may double 
before the emergency passes. So he 
confirmed Mr. Jones’ unpleasant esti- 
mate, though Mr. Jones, being a gov- 
ernment spokesman, on this occasion 
carefully shunned reference to “extravy- 
agance.” 

Here’s the sour picture Mr. Alvord 
gave of the growing deficit: 

(1) Aggregate expenditures of the 
Federal government from 1931 through 
1942 will b $104 billions. 

(2) The total deficit for this period 
will be $45 billions, or almost $4 bil- 
lions annually. 

(3) The public debt has increased 
from $16.8 billions in 1931 to $49 bil- 
lions on June 30, 1941, and will reach 
$58 billions by June 30, 1942. 

(4) Interest charges on the public 
debt will be $1% billions in the fiscal 
year 1942. 


* * oJ 


PRIcE ADMINISTRATOR LEON 
HENDERSON, head of the new Office 
of Price Administration and Civilian 
Supply, has on his desk a request from 
the United Shoe Workers of America 
that any “unwarranted increases” in 
retail shoe ,rices be curbed. The 
union’s argument is that wages can be 
increased up to 20 per cent in low- 
wage areas without requiring an in- 
crease of more than 2.2 per cent in re- 
tail prices. This cost increase, the 
union told Mr. Henderson, could be ab- 
sorbed by rising consumer demand and 
a greater volume of production. 

Mr. Henderson, who has said a lot 
about controlling raw material prices 
but little about rising labor costs, con- 
cedes that stepping into the consumer 
field and fixing prices would be a head- 
ache; but he is not afraid of the job. 
Fact is, he doesn’t think such a step is 
necessary at present. 

7 - * 


THE Patman anti-chain store tax bill 
is slumbering in committee. Represen- 
tative Wright Patman, its sponsor, has 
privately given up all hope of any ac- 
tion by the House Ways and Means 
Committee, has turned his attention to 
other legislative pursuits. An earlier 
effort by him to by-pass the sub-com- 
mittee, which last year held hearings 
and later turned thumbs down on the 
measure has been abandoned. Mr. Pat- 

[TURN TO PAGE 63, PLEASE] 
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Fall Styles as Seen at New York Shows 


—« 


— 
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[CONTINUED FROM PAGE 18] 
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shades by the use of different "colors When women are not wearing tailored 


stains. One of the most attractive 
shades is the red obtained by applying 
bootmaker finish to the new Fall Kona 
Red of the official color card. One beau- 
tiful stained red is known as Antique 
Ruby. These reds are rich and dark 
and will be beautiful with many tweeds 
and colors such as the Air Blue—taken 
from the Royal Air Force uniforms. 
We also admired another shade in the 
cordovan family. Black Cherry and 
Oxblood are two of the names given 
to it. Number 1 color for antiquing is, 
of course, tan, any one of the several 
official shades. Black is being talked 
about as a high style idea in these 
tailored types, but the tan family will, 
without a doubt, be the volume seller. 


Variety of Patterns 


First in the tailored group is the 
spectator pump. Some~ianufacturers 
expect it to sell very edfly this year. 
It comes in combinations .% . suede 
with smooth calf and with reptile, 
especially alligator . --¢ in all-over alli- 
gator and in all-over calf. The detail- 
ing varies from the classic tip and fox, 
brogued and pinked, to simple stitch- 
ing outlining the tip and fox areas. 
Elasticizing and goring at the throat 
make it comfortable for almost any 
type of foot. There is a little talk 
about the spectator with narrow strap, 
but the interest is very spotty. Some 
spectator oxfords are also being shown. 
18/8 is a good height for a spectator 
heel. 

Number 1 shoe in the lower heel 
tailored shoes is the buckle monk. It is 
even stronger than the ghillie, although 
many manufacturers show that as a 
very strong shoe for the college trade. 
Other strap and side buckle ideas are 
popular, as well as the buckle monk. 
We showed the latter in the May 3 
style article, “The RecorpeR Picks Im- 
portant Bases for Fall.” Heel heights 
on there shoes run around 14/8. Char- 
acteristic of these shoes are the sole 
constructions, welt types but light and 
flexible as none could have imagined 
them a few years ago. Extended soles 
seem popular in the heavier welt soles. 


Many Casuals 


At the last show the casuals were 
the big news. Now they are taken for 
granted. Their soft leathers, soft con- 
structions, flexible platform soles, low 
wedge or scoop wedge heels and gener- 
ally attractive young look have become 
classics. — 


Dressy Types in the Picture 


The other side of the picture is that 
dressy shoes are definitely gaining in- 
terest because of the defense program. 


shoes, it is expected that they will want 
to be very much dressed up. So, open, 
dainty suede shoes . . . trimmed pumps 
and slipons . . . elasticized and gored 

. with the new flattering dipped 
side lines or the deep d’Orsay . . . will 
be much in demand. . They are the nat- 
ural styles for early selling and will 
carry on into the Fall months for 
dressy shoes. Their heel heights range 
from 16/8 to 24/8. Some very high, as 
well as very low, heels are in the pic- 
ture this Fall. 


Prospects for Color 


One style manufacturer looks for- 
ward to selling more color this Fall. 
Women, he says, will be in the market 
for more than one pair of shoes. While 
money is free they will want to stock 
up on several pairs of shoes. They 
may, therefore, take their second and 
third pairs in colors . . . brown and 


“wine” being the expected colors to: 


sell after black. Brown in dressier 
types is expected to take more business 
than usual, according to many manu- 
facturers. Since a number of the lines 
have been ready and shown on the road 
for the past three weeks, these reports 
have the backing of some actual selling 
experience. One middle-pri-e_ style 
house expects to sell moss green again 
this year, following up its last year’s 
success. 


Materials About As Usual 


Leathers run true to type in the Fall 
lines . . . suedes, smooth and crushed 
kid and calfskins. Smooth leathers 
have been much talked about and seem 
strong in many lines because of the 
popularity of tailored types, Crushed 
and boarded leathers are also proving 
good for bootmaker finish. The defense 
program has not brought in a lot of 
fabric shoes, as had been anticipated 
by some shoe men. A gabardine with 
a covert fleck has been used in a few 
tailored shoes and looks very smart and 
neat. Pleated goring forming a wide 
band across the instep carries over 
as an ideal adjustment on swede dressy 
shoes. Two high style quality manvu- 
facturers . . . are showing corduroy 
shoes. In one shoe... a street type 
. . . the fabric is combined with suede. 
In the other, all-over multi-color cor- 
duroy makes a very smart resort san- 
dal. Some faille with patent combina- 
tions is in a number of the lines. Patent 
is also a smart trim on suede. 


Lasts of First Importance 


Full toes, broad treads are very much 
in the picture, sometimes on a modi- 
fied “Baby” last, sometimes just on a 
broad play shoe last. Walled lasts are 


almost the rule in closed toe shoes. The 
round wall .. . Summer favorite... 
has had to yield some ground to the 
square wall. This is very strong and 
is shown in a number of versions. Some 
rocker and bump toe lasts are in the 
lines. Also a new narrowed square toe 
last. 


Heels and Soles 


Heel heights may range anywhere 
from 10/8 to 24/8. Even lower on 
casual shoes. The pyramid heel... 
becomes a classic . . . continues to add 
grace and strength to many high heels. 
The wedge . . . often scooped out... 
continues in casuals. Weits, flexible 
and light, popular in extended versions, 
are important because of popularity of 
low-heeled tailored types. Manufac- 
turers continue to work on special con- 
structions to maintain this lightness 
and flexibility. Platforms are holding 
their own. If*anything they are gain- 
ing. The rubber ‘timcorstruction is in 
a good many lines. [t has the advan- 
tage of adding a contrasting area, just 
as the platform does. 


Open or Closed? 


Open toes for dressy shoes. Closed 
toes for tailored shoes which give toe 
room by using the walled last. But 
open toes “as big as ever.” Or, some 
shoe men say, “bigger than ever.” A 
few, however, please note, definitely 
see the closed toe era starting to de- 
cline. A style change like that comes 
gradually, but the wise merchant senses 
the change long before it is generally 
recognized. The West and South are 
the important areas for open toes. 

* 

Stitching takes the prize for popu- 
larity this time. It turns up in every; 
type of shoe and used in every kind of 
way. We have méiitioned its impor- 
tance for bringing out the bootmaker ° 
finish. The most beautiful stitching we 
have seen on tailéz hoes is the hand 
stitching ... long s' és coming quite 
close together. Piping and binding and 
some embroidery are also important. 
Military and navy insignia” are used 
occasionally. Braiding is the really big 
and new looking trimming. It refletts 
military influence and dress styles. 


Watch Boots 


Not without reason, we say watch 
boots. Cowboy boots have been popular 
on campuses this past Winter. So, too, 
have high rubber boots. We sense an 
even bigger season for boots this com-, 
ing Fall. 


i> 
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Gilbert’s Expanded with Every 


Economic Emergency 


Gilbert’s Shoe Store, Columbus, Ohio, has about 

100,000 customers on its mailing list and sends out 

from 10,000 to 20,000 cards each week. Six girls 
are employed in the mailing department. 


Harry Gilbert started his business some 34 years ago, 
in a little repair shop, 14 feet wide and 28 feet long. 
His total capital was $70.00 with which he bought 40 
pairs of shoes. Today Gilbert’s Store occupies over 4 
large modern rooms, with a frontage of 175 feet and 
depth of 240 feet. It serves central Ohio within a 
radius of 50 miles, as well as the city of Columbus 
itself. 

National economies has played an interesting part in 
the expansion of the store. Four additions have been 
made since the opening of the original store. Each has 
been named after the era in which it was developed. 
The first made its appearance when the United States 
entered the World War. The “Prosperity Addition,” 
which came in 1926, was due to growing trade and 
demand. While the depression was in full sway, a large 
number of new customers found their way to Gilbert’s, 
causing the “Depression Annex” to be built in 1932. 
The last expansion was named the “N R A Addition” 
since it came at that time. 

Gilbert’s has many of the better known makes of shoe 
for men, women, and children. More than 100,000 pairs 
of shoes are stocked at all times, and thousands of pairs 
are openly displayed on racks throughout the store. 
Because of their large stock, regardless of the size or 
shape of the feet, the customer can obtain satisfactory 
fitting. Mr. Berenfeld, advertising manager, said, “Our 
most distant sales have been to Alaska and Australia.” 

Recently Gilbert’s prepared for its greatest sale of the 
year, commemorating its 69th semi-anniversary. 

Newspaper advertising plays a large role at Gilbert's. 
Four big advertisements appear each week in the daily 
newspapers. Special sales are broadcast by radio, about 
20 times a day for 3 or 4 days. 

Another, and very important, medium of promotion, 
is the uniform mailing system at Gilbert’s. After the 

[TURN TO PAGE 47, PLEASE] 
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54% of Customers Come from Out-of-Town 


{CONTINUED FROM PAGE 26] 


styled in a plain, harmonious manner, 
with utility the overlying feature of all 
the equipment. 

Fluorescent “white” light, not day- 
light, is used to light the establishment 
throughout. 

The Caldwells have had experience in 
selling shoes and servicing customers 
for 39 and 14 years, respectively. The 
firm which is now Caldwells’ began 
farther back than J. D., Sr., can re- 
member. It was first run by Henry 
Maute and later by his brother, George 
Maute. 

In 1916, J. D. Caldwell arrived in 
Concordia and became a partner of 
Maute, and the firm’s. name became 
“Maute-Caldwell’s.” 

In 1938, Mr. Maute sold his interest 
in the business to Mr. Caldwell, and, 
in the same year, J. D., Jr., became ua 
partner in the firm which today is 
known as “Caldwells’.” Above the dis- 
play windows in front is a large ex- 
panse of blue construction glass with 
the ivory letters “Caldwells’” lami- 
nated into the background. 

“We attribute what success we have 
had to hard work,” said John D. Cald- 
well, “sticking on the job, with plenty 
of service, combined with good shoe fit- 
ting and quality merchandise that we 
can back up. Last but not least, we re- 
gard it essential to have the proper 
sizes and widths when wanted, and this 
cannot be done by skimping your stock. 

“It is our motto, that we can fit any 
normal foot. We try to live up to that 
claim. Ours is one of the largest stocks 
of shoes, if not the largest, in the state 
of Kansas, and the only reason for this 
is that for a great many years we have 
been catering to long distance trade by 
keeping size records, and each season 
we get out a 48-page catalog which we 
send by mail to our out-of-town cus- 
tomers. 

“Our records show that 54 per cent 
of our customers are out of the city. In 
other words, their addresses are other 
than Concordia. We find that each 
year the roads are a little better and 
each year the cars are a little faster, 
so each year the people are a little 
closer to us, and know that when they 
get here they will find something to fit 
them. 

“We also do a nice little mail order 
business with customers who live too 
far to drive, especially after “we have 
had a chance to fit them here in the 
store and get their proper size records. 
However, we have a good number of 
customers that have never been in our 
store, but continue to order from our 
catalog. 

“Now, as to the personnel of the 
store; I came to Concordia 26 years ago 
and entered the shoe business, and my 
son grew up im the business in which 
he is now a partner; and with the close 
cooperation of father and son, business 
is just one continual round of pleasure. 


“Since locating in Concordia, we have 
operated a strictly family shoe store, 
men’s, women’s and children’s shoes of 


all types, ranging in price from $1.99 - 


to $12.75. However, we have our de- 
partments segregated, and on the main 
floor we have women’s novelties and 
correctives from $5 to $12.75, with a 
large handbag, belt and hosiery de- 
partment in which we carry nothing 
but better grade bags to match our 
shoes. Price range on bags is from $3 
to $10. 

“At the rear of the main floor under 
the mezzanine floor, set off by itself, is 
the men’s better grade shoe départment 
where we carry all grades of men’s 
oxfords, from $5 to $12.50. 

“Directly above the men’s department 
on the mezzanine floor, is the juvenile 
department where we carry a complete 
line of children’s shoes, infants’ to 
misses’ and youths’ up to size 4. In this 
department we have an X-ray for the 
proper fitting of children’s feet, several 
large playthings to keep the children 
interested, and along the wall, cut-out 
figures, a Donald Duck, Mickey Mouse 
and nursery rhymes set out to make it 


more inviting so they will want to come | 


back again. The lady in charge of the 
juvenile department sees to it that each 
child is given an all-day sucker or some 


little toy before leaving this depart- 


ment. 


main floor, we have a nice, large, well 


laid out stairway leading to our down- | 
stairs store, where we carry men’s, | 


women’s and children’s shoes of all 
types at popular prices. This depart- 
ment, as well as the rest of the store, 
is completely lighted with fluorescent 


lighting, and is as modern and clean as | 
any store. We find the general public | 


does not mind going down a few steps 


to the downstairs store as long as the | 


general appearance is the same as you 
would find it in the street level store. 
We have four men in our downstairs 
store and seven on the main floor, with 
two ladies on the mezzanine floor. 
“Our store front is 25 ft. wide and 
22 ft. deep, with a center entrance and 


a 5-ft. glass door. The general dimen- | 


sions of the store are 25 ft. by 138 ft.” 


Shoe Shop in New Quarters 


Cuicaco, Int.—Mayer’s South Shore 
Shoe Shop, formerly at 6739 Stony 
Island Avenue, has recently moved to 
new and modern quarters three doors 
south. The new store has a modern 
brown glass front, is equipped with new 


chromium furniture and other fixtures, | 


and is twice as large as the previous 
store. The store is owned by Louis 
Mayer, who has been in the shoe busi- 


ness in Chicago for the past 45 years, | 
and his son, Frank. Their first store | 


was at Larabee and North Avenues. 


“As you enter the front door on the 








MR. JACK MARCELLE 
MANAGER 


HEALTH SPOT SHOE SHOP 
2009 PARK AVE. 
DETROIT, MICH. 


This operator averaged weekly 
earnings of $61.00 for the first 
thirteen weeks of 1941. 


Although this is normally re- 
ferred te as the dull season in 
retail shoe selling, Mr. Marcelle 
was successful in selling a nice 
volume of Health Spot Shoes 
and increasing his income. 


There are others like Mr. Mar- 
celle all over the United States 
who are operating Health Spot 
Shoe Shops successfully on the 
basis of a regular salary plus a 
liberal share of the profits. 


You do not have to make any 
investment to operate a Health 
Spot Shoe Shop. 


This plan offers unlimited pos- 
sibilities for the man who is 
energetic and willing to work 
hard and knows how to get 
along with customers. 


Bookkeeping detail and monthly 
operating statements are fur- 
nished through a central office 
for a nominal charge. This al- 
lows full time for selling and 
making contacts in order to con- 
stantly increase the volume. 


Your ability to fit shoes prop- 
erly, combined with the satis- 
factory results that Health Spot 
Shoes give, will build you a fine 
following of satisfied customers. 
As the store’s volume increases, 
profits go up and so does your 
income. 


If you can furnish satisfactory 
references as to character and 
past employment, send for an 
application blank today. 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 
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[FOOT REST FACTS} 


Specialize IN 


© one 


QUALITY 


ONE BRAND 


With all our skill and resources we strive for per- 
fection in a single brand, a single quality; no di- 
vision of effort. It shows in the shoes, and they 
repeat. All Foot Rests Cincinnati made; big stock 
department. Foot Rests are perfect for profit. 


THIS SHOE HAS 


* NATIONAL 
ADVERTISING IN 


* Seventy Stock Shoes 
* Specialization One Brand 


EVERYTHING! 














*Four-Spot Comfort 
*Smartest Styles 

* Markup 40% to 44% 
* Welts and Littleways 


* Quick Turnover 


THE KRIPPENDORF-DITTMANN COMPANY, CINCINNATI, O. 
NEW YORK SHOWROOM: MARBRIDGE BUILDING 








York Retailers Hold 
Annual Get-Together 


York, Pa. — David Harris, repre- 
sentative of the United States Rubber 
Company, was the guest speaker at the 
annual get-together meeting and ban- 
quet of the York Shoe Retailers as- 
sociation, held in the Alcazar ballroom, 
here, May 5. The meeting was attend- 
ed by 75 shoe retailers and employees. 

Following his talk, the new develop- 
ments in elasticized footwear, Mr. Har- 
ris presided over an open forum at 
which he answered many questions 
about the new type of footwear. 

Out of town guests at the meeting 
included: Clarence Swisher, Park 


Doner, Howard Ensor and James Jame- 
son, representatives of the Goodyear 
Glove Rubber Company, all of Lan- 
caster; Ellis Swartz and R. Cridler, of 
the United States Rubber Company, 
Philadelphia; and William Hess, Wal- 
ter Dichler, V. L. Morris, D. C. Querry 
and S. S. Dunkelberger, all of Harris- 
burg. 

The entertainment committee con- 
sisted of Charles Martin, chairman, 
Cletus Reineberg and Louis Leibowitz. 
Mose Leibowitz, president, presided. 


Shotwell Covering Southwest 


Los ANGELES, CALIF.—Harry Sobel, 
sales manager of the Fern Shoe Co., 


has announced the appointment of Van 
Shotwell for the Southwest sales ter- 
ritory of his company. Mr. Shotwell 
will make Texas, Oklahoma, Louisiana 
and Nebraska, and will carry both the 
high style and the casual lines for 
Fern. 

Van has made thousands of fast 
friends on the Pacific Coast during the 
many years he has traveled this section 
and is looking forward with keen an- 
ticipation to meeting his new trade. 


C. Fred Johnson Honored 
By E-J Workers 


BINGHAMTON, N. Y.—When C. Fred 
Johnson, now 84, who has been making 
many improvements in the C. F. J. 
Annex Factory, of Endicott Johnson 
Corporation, was about to leave his 
duties for the day, he was suddenly 
surrounded by 150 workers in whose 
behalf Max Siemasco—who has been 
there 40 years—presented him with a 
huge basket of flowers. Annabelle Mc- 
Nellis, speaking for them, said: 

“We are deeply grateful to you, Mr. 
C. Fred, for the improvements you have 
made and we want you to know that 
every worker in these departments ap- 
preciates what you have done.” 

After the group sang “God Bless 
America” and other patriotic numbers, 
Mr. Johnson responded. 

“The changes I have made in your 
departments,” he said, “were for the 
sole purpose of making your work more 
pleasant, and to make it easier for you 
to make money. 

“It has been my life work to help the 
working man and, as I said several 
weeks ago, I’ll continue to work for the 
workers just as long as I can stand on 
my feet. I get more pleasure helping 
you people than I would sitting around 
the house. 

“The company doesn’t pay me any- 
thing for doing this work, and I want 
no pay for it, but anytime I can help 
you by making improvements, don’t 
hesitate to call on me. I am happiest 
when I am -with shoemakers. You are 
a splendid lot of people and I enjoy 
working for you.” 


Brown Shoe Consolidates 
New York Offices 


St. Louts—The Brown Shoe Com- 
pany will consolidate New York sales 
offices for its various divisions at 47 
West 34th Street, in order to render 
better service to its customers there 
and in the East. The offices located on 
the fourth floor of the building will be 
as follows: 

Naturalizer Division of the Blue Rib- 
bon Shoe Makers, Herman Schaffer, in 
charge. 

Mound. City Division, Maj. 
Rainey, in charge. 

Air Step Division, Maurice Horn, in 
charge. 

Buster Brown, Robin Hood, sport- 
welts and women’s novelty lines, O. E. 
Hoskinson, in charge. 


E. A. 
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purchase is made and before the shoes are taken to the 
wrapping desk, the customer is given a card, on which 
are blanks to fill in name and address. With several 
minutes, and nothing to do, it is rare that the customer 
refuses, and from this a permanent mailing list is kept 
up-to-date. About 100,000 customers are on their mail- 
ing lists, and an average of 10,000 to 20,000 cards are 
mailed weekly. Six girls are employed in the mailing 
department. Gilbert’s reports about a half million sales 
yearly, and approximately, 1500 pairs of shoes for the 
average day. 

While the casual observer might never realize the 
work and planning which lie behind the artistically 
arranged displays attracting the customer’s attention, 
considerable thought goes into this sort of arrangement. 

Another Gilbert convenience for customers is the 
price-marking system which finds everything marked so 
its price is readily seen. 


Business Grows with Satisfied Customers 


Popularity of the organization is largely attributed to 
the fact that one can buy about any particular type of 
shoe he chooses. Prices range to $9.95. The constant 
return of satisfied customers and their friends, for 
additional shoes, accounts for Gilbert’s steady growth 
and continuous progress. 

All salesmen are trained for their particular work. 
Recently the company installed its fifth X-ray machine 
as an added assurance that the feet would be properly 
fitted. With 65 full-time employees and about 15 more 
working part time, Gilbert’s has a well established per- 
sonnel department. 

Gilbert’s buyers are constantly visiting the large fac- 
tories of the country. They are always alert to buy 
factory samples, canceled orders, or surplus stock. 
About 75 per cent of the more than 100,000 pairs of 
shoes, found on the shelves of the organization, are 
nationally advertised brands, but due to contract with 
factories, Gilbert’s is not allowed to advertise names of 
these. 


Officials of the firm are: Harry Gilbert, president; 


ThihFLUORESCENT 


Every store window and store interior needs the 
cool, brilliant, non-glaring, shadowless illumination 
provided by the amazing new Fluorescent Light- 
ing. It's the modern method for lighting your way 
to increaséd sales and greater profits! 


To get Fluorescent Lighting at its best, you need 
the plus values found only in GUTH Fixtures with 
their Diffuse ALZAK Aluminum Reflectors of 
engineered design. 

You get true see- 

ing comfort with 

less eyestrain— 

more illumination 

for less money— 

all in a. 75% cooler TRU-CO-LITE, one of the many 
light with true auth Meares ee: 
daylight color quality! This “Bonus-Lighting” is 
virtually permanent, too, because GUTH Diffuse 
ALZAK Aluminum Reflectors are super-durable! 


GUTH P-F-C 

Plastic Diffusers 

snap on and off any 

make of Fluores- 

cent Lamps—re- 

duce the surface- 

brightness of the bare lamp—give a soft, pleasing 
illumination that’s extra-easy on the eyes. Avail- 
able in 5 colors, P-F-C’s are decorative as well as 
scientifically practical. 


ALZAK ALZAK gives "Punch" to 


REFLECTORS Fluorescent Light! 


Any Lighting Equipment is only as good as its 
Reflecting Surface. GUTH Luminaires have 
Diffuse ALZAK Aluminum Reflectors designed to 
deliver up to 25% more light and insure life-time 
permanence. GUTH ALZAK Aluminum Reflec- 
tors provide a more stimulating atmosphere. 


H. D. Rosenthal, buyer and general manager; Harry THE EDWIN F. 
Berenfeld, advertising manager; Sam Sherman, out-of- GUTH COMPANY 
town supervisor. 3 * ee 
’ Gilbert’s gives as a reason for the success of the enter- a fan boo Leaders in Lighting 
prise, “the knack of giving people what they want, when you without obliga = 

they want it, at the lowest possible price.” Faith in the biden inh tomer 6 ies 
people of Columbus and Central Ohio, is reflected by serme din fnetn A oy 
the growth of what was commonly referred to as a 2 by 4 Guth Fixtures. r a 

store to the largest organization of its kind in the . Th 


middle west. 








$5.00 PRIZE-WINNING 


Pet Peeves 


OF SHOE SALESMEN | 


Submitted by: Mr. George Bedrosian 
Phelan's Shoes, 101 W. Main Street, Visalia, Calif. 


J. A customer who says she can’t wear a strap—doesn’t want a tie— 


is tired of pumps—but wants something different. Then, after the per- 
spiring salesmari finds her dream shoe—she decides to wait two or 
three weeks to buy—says she wants to be sure her shoes will look new 


for vacation later. 


2.. Here’s where Scuffless “Pyraheel” comes to the rescue! For the 
salesman explains—and the customer readily sees how these dent-re- 
sistant, scuff-resistant heels make it possible for her to enjoy the shoes 
now—and still have them in apple pie order for vacation later. 





You can avoid complaints by specifying 
Du Pont Scuffless “Pyraheel” plastic heel 
covering. It comes in almost all colors and 
leather effects. Costs you nothing extra — 
and is used by almost all manufacturers. 


Scuffless heels give you an extra talking 
point, too. They resist checking, cracking 
and scuffing—and look new as long as cus- 
tomers wear the shoes. Remember to specify 
Scuffless heels on your neat order. 





HOW TO WIN $5.00 
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California Retails Announce 
Plans for Annual Convention 


San FRANCISCO, CALir.—‘‘All indica- 
tions are the 1941 convention of the 
California Shoe Retailers’ Association 
will be a satisfactory one in all re- 
spects,” declared Association President 
Carol Willis. 

“Visiting buyers and delegates are 
assured of a most comprehensive dis- 
play of footwear in all lines. William 
J. Ahearn, convention manager, assures 
us that already over 100 manufacturers 
have signed for display space, with 
many more who have indicated they 
will show.” 

Chairmen of their respective com- 
mittees are: general convention chair- 
man, Carol Wills; program, Russell 
Werner; speakers, George Wilson; en- 
tertainment, Joseph Mellott; registra- 
tion of retailers, Coy Ball; registration 
of manufacturers, John McDonald. 
William J. Ahearn will head the press 
and publicity committee. 

Convention Chairman William J. 
Ahearn has announced that Herbert 
Sommer will be chairman of the day 
on Monday and Tuesday. In addition, 
he states, “As the convention last year 
proved so successful, we are again 
streamlining it and omitting all de- 
partures from a strict business conven- 
tion. 

“The convention program is as fol- 
lows: Sunday, May 25, registration and 
inspection of displays; Monday, May 
26, luncheon meeting from 12 noon 
until 3 P.M. in the Italian Room, 
speakers to be announced at a later 
date; Tuesday, May 26, 10 A.M., a 
discussion by W. Russell Werner on 
‘Seasonable Disposition of Odds and 
Ends,’ and ‘The Return Merchandise 
Problem,’ to be followed from 12 noon 
until 3 P.M., with a luncheon meeting 
in the Italian Room. Tuesday evening 
from 8 P.M. until 1 A.M., the annual 
convention banquet and dinner-dance 
will be held; Wednesday, May 28, the 
entire day will be devoted to the in- 
specting and purchasing of Fall: re- 
quirements.” 


Gilbert Opens Fall Line 


THIENSVILLE, Wis.—The Gilbert Shoe 
Co. have just sent to their salesmen the 
new Fall samples of their Kali-sten-iks 
and Madam-ettes lines, the former for 
infants and children, the latter in the 
12/8 heel range. A prevue of their 
models last week showed how appealing 
eight new added leathers can be and 
the resultant beautiful blends in color 
combinations. Patterns reflect the 
usual Gilbert design and craftsmanship, 
with emphasis upon the tailored effect 
in the 12/8 heel range of models for 
young women. Several new features 
will have a strong appeal for merchants 
when they visit the sample rooms. 
From the beginning of this business 
back in 1926, A. P. Gilbert has been 
a strong advocate of quality. 
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Shoe Buying for Fall Gets Early Start 





Many Buyers Inspect the New Lines in New York, Eager to 
Cover Needs in Advance of Price Increases 
Which Are Seen as Inevitable 


New York —Fall shoe openings 
brought many buyers to the metropolis 
to inspect the lines of new styles on 
display at various hotels the early part 
of this week. All told, more than 500 
lines were shown, the principal organ- 
ized group show being that of the St. 
Louis manufacturers at the Commodore 
Hotel. A group of fine quality lines 
were shown at the Vanderbilt, and 
many lines were on display at the 
McAlpin, New Yorker and other hotels, 
all of which were thronged with visi- 
tors. Market week was also observed 
at the factories of New York manufac- 
turers and others in the metropolitan 
area, and at the salesrooms of out-of- 
town manufacturers in the Marbridge 
building and elsewhere. 

Varying reports were heard on the 
volume of actual business written dur- 
ing these New York showings. Some 
manufacturers reported heavy buying; 
others told of extensive sampling; some 
said their salesmen had been out for 
several weeks and that Fall buying was 
well under way before the shows 
opened. Quite a number of houses, in 
fact, were practically sold up for some 
time in advance. All were optimistic 
and looked forward to an excellent sea- 
son’s business, anticipating that the 
only difficulties they may encounter will 
be in supplying the merchandise that 
will be in demand. With increasing 
purchasing power, everybody looks for 
an expanding volume of retail business, 
and current conditions point to bottle- 
necks in production and deliveries that 
will constitute the chief worry from 
this time forward. 

Naturally there was a good deal of 
talk about prices, and while advances 


A. M. BURTON 


Secretary, St. Louis Shoe Manu- 
facturers Association 


to date have been slight and mostly in 
the lower price ranges, manufacturers 
were practically unanimous in the view- 
point that much more drastic price in- 
creases are on the way. Few cared to 
predict just when they will be made 
effective, but it was the consensus that 
the early buying of Fall shoes during 
the past several weeks has been mo- 
tivated largely by the desire of re- 
tailers to cover themselves, in some 
degree at least, on the early Fall busi- 
ness. As a result, Fall shoes will be 

[TURN TO PAGE 63, PLEASE] 


Chicago Looks for 
Record White Season 


CuicaGco—The best white season in 
many years is predicted for the Chi- 
cago area this year, due to an unusu- 
ally early selling period combined with 
a marked improvement in business over 
previous years. Selling of white and 
spectators in particular began before 
Easter and has continued at an acceler- 
ated pace ever since. A number of mer- 
chants, both in the downtown and 
outlying areas, have stated that they 
expect to realize their best profit on 
whites and summer shoes in many 
years. 

Spectators are selling especially well, 
chiefly in brown and white. Blue and 
white is also a strong color and al- 
though early in the season black and 
whites lagged, they have begun to pick 
up considerably. Open toes are more in 
demand than closed toes in spectator 
types. Natural and wheat linen types 
are also in demand. Prints are begin- 
ning to sell in dressy types and there is 
a good demand for braided multi-color 
effects. 

Summer suedes in dark colors are 
also beginning to move slightly. Earli- 
est promotion on these was staged by 
Marshall Field & Co. which featured 
Summer Suede—promoted as “Dusky 
suedes designed for your urban sum- 
mer. Unexpectedly light and cool.” 


Travelers Hold Final 
Meeting of Season 


Detroit, MicH.—The Michigan Shoe 
Travelers Club held its last meeting of 
the season Friday, April 25. Owing to 
the approach of warm weather all 
meetings have been posponed until Fall. 

The final meeting was a very elabo- 
rate affair and had the largest attend- 
ance this season, with fifty members 
present. 
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U\ ~ Summer White Heels 
i that stay White 


White Tuffies 


French and 


Youngest, but- 
Cuban Toplifts 


ALREADY A FAVORITE !! 


Scott's 
Triple Feature 














HEALTH ARCH | snc vrs Sin ness 


WE KNEW IT WAS GOOD, but 
we didn’t anticipate the enthu- 
siastic reception our new Sup- 


solved the old problem that has 
fretted women—the problem of 
white heels turning an unsightly 


rt is receiving. The dealers 
tell us it is just what they've 
been waiting for—a quality item 
which carries a good profit. 
Finest construction throughout 
— Best grade leather topping 
in Russett or Beige color—Meta- 
tarsal and Longitudinal sup- 
ports from special orthopedic 
sponge — Slight Cuboid raise to 
position heel. Truly, three sup- 
ports in one. 


ORDER YOURS TODAY!! 
$18.00 Per Doz. $195.00 Per Gro. 


yellow. For ITS White Tuf- 
fies stay white. Besides, they're very thin and smart and 


made of super-quality rubber that wears level, avoiding 
run-over heels. Make sure your women customers enjoy 
the comfort and style of ITS White Tuffies—and they 
Specify ITS in 


thank you with more shoe purchases. 
your own or contract repair shop. 





WRITE FOR FOLDER 





SCOTT FOOT APPLIANCE CO., OMAHA, NEB.*3) 








THE I-T-S CO., ELYRIA, 0. 


26 Years of Better Rubber Heels—Millions of Heels 








Moulton Bartley Holds Fall Sales Meeting 


Standing left to right: Frank Butterworth, Arthur Ritt, Jack Davis, Paul Shatto, 
Jim Cowen, Ed Gallagher, Glen Muldoon. Sitting left to right: Jim Legg, Walter 
Taylor, Ben Farnham, W. W. Moulton, George Morgan, Douglas Bartley. 


St. Louis—Moulton Bartley, Inz., 
held its Fall style meeting and sales 
convention at the Coronado Hotel on 
May 2 and 3. The new style depart- 
ment established last season to round 
out the new Modeart program pre- 
sented the men with five entirely new 
lasts for Fall, completing a program 
for Modeart dealers in all types of 
shoes. 

Following the usual conference was 


an extensive style show, tying in the 
shoes with the fashion picture from 
early Autumn through the holiday sea- 
son. 

At the banquet silver awards were 
presented to George Morgan, Ben 
Farnham and Walter Taylor for out- 
standing performance during the 
Spring season. 

During the twelve years Moulton 
Bartley has been operating there has 





been constant progress toward a de- 
partmental operation on proven shoes 
to make for maximum profits. 

All salesmen are in the territory and 
Jim Legg reports that early predic- 
tions are coming true, in that this is 
the largest first week of any Fall sea- 
son in the company’s history. 


Michigan Travelers Plan 
Fall Showing July 7-9" 


Detroit, MicH.—At a meeting of the 
Michigan Shoe Travelers, held at Hotel 
Statler, Detroit, on May 5, plans were 
made for their Fall Shoe Show to be 
held July 7, 8 and 9. 

A committee was appointed to take 
charge of arrangements headed by Sam 
Kane, chairman, with David B. Brown 
and S. S. Weiss as co-chairmen. 

Indications are that this will be one 
of the finest shows ever held by this 
group with very heavy registrations 
indicated by the receipt of 35 registra- 
tions within a few hours following an- 
nouncement of the date. Arrangements 
are being made to use the 12th, 13th 
and 14th floors of the hotel to accom- 
modate exhibitors. 

Notices are to be sent out to the en- 
tire trade in Michigan, together with 
registration cards, inviting participa- 
tion in the show. 

The regular monthly showing sched- 
uled for June 1 will not be held in or- 
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der that all energies may be devoted to 
preparations for the big event in July. 

Elaborate arrangements are’ being 
planned for the July show which will 
be announced later, according to Sam 
Kane, chairman. 


Dr. Hack Named Head of 
Michigan Chiropody Group 


Detroir, Micu.—Dr. Leonard Hack, 
son of Nathan Hack, well-known shoe 
man, was elected president of the Mich- 
igan Chiropody Association at its con- 
vention at the Book-Cadillac Hotel, 
here, recently. 

Dr. Hack’s father is the founder of 
the Hack Shoe Company, corre:tive 
fitting specialists, and Dr. Hack main- 
tains his office suite in connection with 
the Hack Shoe shop. He is also chi- 
ropodist at the Eloise and Harper 
Hospitals. 


Army Contracts Awarded 
For Rubber Boots 


Boston, Mass.—Contract awards an- 
nounced recently at the local Army 
Base call for the manufacture of 
approximately 85,000 pairs of rubber 
boots for use by the regular Army. Bids 
on this lot were opened April 29 and 
awards announced May 7. The Hood 
Rubber Co., Watertown, Mass., and the 
United States Rubber Co., Naugatuck, 
Conn., share in an award to make 50,- 
004 pairs of knee-length boots. The 
former company will make 20,000 pairs 
at $2.53 per pair, and the latter com- 
pany will make the balance, 30,004 
pairs, at $2.55. 

The following companies have been 
awarded contracts to make a total of 
35,004 pairs of hip-length boots: 

Goodyear Footwear Corporation, 
Providence, R. I., 6000 at $3.28; Tyer 
Rubber Co., Andover, Mass., 5000 at 
$3.33; Converse Rubber Co., Malden, 
Mass., 5000 at $3.35; Goodyear Rubber 
Co., Middletown, Conn., 5000 at $3.38; 
Servus Rubber’ Co., Rock Island, II1., 
5000 at $3.39; and the United States 
Rubber Co., Naugatuck, Conn., 9004 at 
$3.40. 


Retailers Plan to Buy 
Fall Shoes at Chicago 


Cuicaco.—Active interest of leading 
Chicago retailers, together with sup- 
port from out-of-town merchants, has 
assured the success of the Central 
States Shoe Fair to be held here in Chi- 
cago at the Hotel Morrison, June 1, 2, 
and 8, according to announcements of 
the executive committee. This show, the 
first of its kind, is presented through 
the cooperation of shoe retailer and 
shoe traveler groups in this section of 
the country. 


GEORGE SLATER 


George Slater, executive secretary 
and treasurer, announces that a number 
of both local and out-of-town retailers 
are now serving on committees in sup- 
port of the show. Rube Metz, of Metz 
Shoes, Chicago, a member of the 
Chicago Retailers Reception Committee, 
pledges support of both downtown 
merchants and those from outlying 
areas. He states: “We are glad to have 
this large Summer showing of the coun- 
try’s leading lines of shoes right at our 
door and will be on hand to do our Fall 
buying.” Serving with him are Frank 
Cox, of Stetson Shoe Shop; A. F. Mar- 
tin; of Martin & Martin; Roland Felt- 
man, of Feltman and Curme; A. Bor- 
man, of Borman's Shoes; Sam Nierman 
of Nierman Booterie; Irving Joseph, of 
Joseph’s Shoes; Charles Krametbauer, 


of Krametbauer & Son, and Bill Phil- 


lips, of Phillips Bros. Other names are 
expected to be added to the local com- 
mittee this week. 

A large delegation of out-of-town 
retailers is expected to attend. W. J. 
Crawford, of Peoria, Ill, heads the 
general Retailers’ Committee. Serving 
with him are A. H. Dickinson, who was 
previously active in the Grand. Rapids 
summer show; Oscar Thureen of Viro- 
qua, Wis., president, and Sid Weber of 
Janesville, secretary of the Wiscongin 
Retailers’ Association, and Algot Bow- 
man of Monmouth, II. 

Mr. Bowman who is secretary-trea- 
surer of Bowman Bros., operating shoe 
stores throughout Illinois says: “The 
Central States Shoe Fair is a God-send 
to the shoe retailers of Illinois in that 
it gives us the answer to our problem 
of buying Fall footwear. The January 
show is a necessity for the Spring 
showing and the Central States Shoe 
Fair is equally necessary for the Fall 
season. It comes at a time when all live 
retailers will want to select their make- 
ups for Fall and also supply immediate 
needs for the June white season out of 
stock lines.” 

Mr. Slater reports that invitations to 
the Central States Fair have been 
mailed to 15,000 retailers in eleven 
states in this area. These contain full 
information on the Retailers’ luncheon 
and evening banquet to be given June 
2, as well as other activities. 


Houghton D. Vaughn Now 
Style Department Head 


NASHVILLE, TENN.— Houghton D. 
Vaughn has been appointed head of the 
style department of the Nashville Di- 
vision of General -Shoe Corporation. 
He succeeds Shade Murrey who has 


joined Springfield Woolen Mills, 
Springfield, Tenn. 

Mr. Vaughn is well known to the cus- 
tomers and employees of General Shoe 
Corporation. He formerly served as 
chief credit man and later as assistant 
to W. H. Weymss in the Dominion Di- 
vision. His faculties and experience, 
especially his experience in cost sheet 
work and style detailing, will serve him 
well in his new capacity. 
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“Standard of the West Since 1879" 


COWBOY BOOTS 


Folks are ‘‘Going 
_ Western,” and your qual- 
ity trade will demand the 
original Justin Cowboy 
Boots. Put these Justin 
style leaders in, your stock 
and watch them sell at a 

nice profit. 

Write for Cata- 

log and prices. 


H. J. JUSTIN & SONS, Inc. 
BOX 548 FORT WORTH, TEXAS 
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IN BRAZIL: GALOCHA MODERNA 
MADE OF THE FINEST PARA RUBBER 
Light—DURABLE 
Streamlined 
Uttra Medern 
Perspiration-Proot 
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Sizes: Sma!!, Medium, 
Fit see size up and down 
Easy te Merchandise 
Immediate Delivery 
$14.25 DOZ. F.0.B. PHILADELPHIA, PA. 
SUBJECT TO DISCOUNT. 
SAMPLE PAIRS POST-PAID $1.35 
U.S. AGENT: A K. MAURO, 1126 WIDENER BLOG. PHILA, PA 
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Department Store Opens 
Family Shoe Shop 


CuHicaGco, ILL.—Meyer Bros. depart- 
ment stores, 4805 Ashland Avenue, has 
recently taken over the adjacent corner 
store and converted it into a modern 
family shoe store. 
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Colburn First Vulcan 
Graduate Last Man 


PorTSMOUTH, OHIO—For a number 
of years the management of the Vulcan 
Corporation has realized the scarcity 
of men’s model makers in the last in- 
dustry and determined that only by 
proper training could such men be de- 
veloped. To that end, the Vulcan Cor- 
poration selected young men of ability 
and vision for training who, after the 
completion of this rigid apprenticeship, 
would be qualified to design models, to 


ARTHUR COLBURN 


discuss intelligently the problems of 
the shoe stylists and in a general way, 
to be of help to shoe manufacturers 
where lasts are concerned. 

Arthur Colburn is the first graduate 
of this school and is now out in the 
trade contacting retailers and manu- 
facturers on style information that will 
ultimately be interpreted in new wood 
for the coming season. 

Mr. Colburn went to work for the 
Vulcan Corporation about 12 years ago 


_after he had completed school. After 


noting his work he was encouraged to 
enter the firm’s model room for the 
study of designing men’s lasts. He 
proved himself adept in this new work 
and after several years was trans- 
ferred to the firm’s Bro-kton plant in 
order to give him an opportunity of 
acquiring a wider range of knowledge 
of men’s lasts under Arthur B. Taylor, 
a man who has had years of experience 
and is a qualified authority in this field. 

From Brockton, Mr. Colburn con- 
tacted men’s shoe manufacturers in 
the East and also familiarized himself 
with the retailing end of the shoe in- 
dustry through contacting leading re- 
tailers of men’s shoes in Boston’ and 
New York. 

Now on the firing line for Vulcan, 
Mr. Colburn will travel throughout the 
country on the sales and promotion of 
new wood besides interpreting his own 
and other ideas he may pick up. 


Eight Firms Bid on 
Last Contracts 


Boston, Mass. — Eight manufactur- 
ers submitted bids on 45,000 pairs of 








Juvenile Buyers! 


REPLACE LOST CUSTOMERS 
THIS WAY! 


Every week some of your regu- 
lar customers graduate to adult 
sizes. And—every week as 
many youngsters step from 
Mrs, Day’s idea! Soft Soles 
right into juvenile departments 
where Mrs. Day’s Flexible 
Walking Shoes are sold. 


The reputation for dependabil- 
ity and value established by 
Mrs. Day’s ideal Baby Shoes 
brings many a new customer to 
the juvenile department which 
features Mrs. Day’s Flexible 
Walking Shoes — replaces the 
customers lost to adult depart- 
ts. For plete informa- 
tion on this certain way of 
maintaining your annual sales 
volume—write 





MRS. DAY'S 


IDEAL BABY SHOE Co. 
DANVERS, MASS. 
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Munson lasts, over which Army service 
and garrison shoes are made, at the 
local Army Base opening here on May 
9. Bidders were: 

Vulcan Corporation, Portsmouth, 
Ohio, 5000 pairs at $1.505 per pair; 
Daetsch & Woodward, Inc., Broklyn, 
N. Y., 5000 at $1.514; Arnold Bros. & 
Co., East Weymouth, Mass., 5000 at 
$1.5295; Western Last Co., St. Louis, 
5000 at $1.55; Jones and Vining, Brock- 
ton, Mass., 5000 at $1.5876; George E. 
Belcher Co., Stoughton, Mass., 5000 at 
$1.599; United Last Co., Boston, 15,- 
000 at $1.6132; and Woodward & 
Wright Last Co., Campello, Mass., 5000 
at $1.6954. 
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Committees Named for Central 


Pa. Golf Tournament 


HAGERSTOWN, Mp.—Committees have 
been appointed and are already busily 
at work for the golf tournament to be 
held by the Central Pennsylvania Shoe 
& Leather Association at the Country 
Club of York, York, Pa., June 13. Plans 
are arranged, and the affair promises 
to be one of the best held by the as- 
sociation. 

R. L. Stiles is general chairman. R. 
Pitts is chairman of the golf commit- 
tee; John Hungler and L. W. Keith 
of the prize committee. Ed Wolf and 
Joe Bradley are members of the enter- 
tainment committee, and Bill Blain is 
chairman of the house committee. 
Henry Hobstetter will conduct the 
horse shoe pitching contest. 


N. E. Shoe Men Return 
From Defense Conference 


Boston, Mass.—Five officers of the 
New England Shoe and Leather Asso- 
ciation have returned from Washing- 
ton, D. C., where they attended the Na- 
tional Defense Conference held there 
on May 2. In the New England delega- 
tion were Louis H. Salvage, president 
of the association; Vice-Presidents J. 
Franklin McElwain and H. O. Ron- 
deau; and Executive Secretary Max- 
well Field. 


Forms New Innersole Business 


BrockToN, Mass.— Abraham W. 
Horowitz, who recently resigned as gen- 
eral manager of the Wind Innersole & 
Counter Co. after 25 years, has 
organized the Brockton Cut Sole Cor- 
poration, of which he is vice-president 
and treasurer. Latest types of sole 
cutting and counter making machines 
have been installed in the plant at 54 
First Street, and production began 
during the week of May 12, about 30 
persons being employed. 

Mr. Horowitz, who is well known in 
the shoe and leather field, is in full 
charge of manufacturing, leather buy- 
ing and sales. Associated with him on 
the sales end is H. M. Young. Presi- 
dent of the new company is Thomas L. 


St. Louis, Mo.—Peters Shoe Com- 
pany has released its new Fall line of 
women’s and growing girls’ styles 
through special representatives at the 
salesmen’s meeting held in St. Louis, 
May 2. Although shoes were the fea- 
ture of this Stylorama, they were 
shown on models wearing new and ap- 
propiate Fall costumes. Comments on 
the style trends for the coming season 
were handled by Marjorie Wilton, well 
known fashion adviser, in cooperation 
with Ed Sinz, who is merchandise man- 
ager of women’s shoes at the Peters 
Shoe Company. 

Strongly in evidence are the new 
polished shoes also known as boot 
maker finish and antique calfskins. 
Rich fall shades of Rico Brown, Golden 
Tobacco, Turf Tan and Paniola were 
featured. Suedes and crushed kids 
were also shown in these new fall 
shades of brown as well as Kona Red, 
Promenade Green and Bluejacket Blue. 


While black is expected again to claim 
a big portion of the Fall sales, never- 
theless, the changes which have 
brought into prominence the many 
shades of brown point to a much great- 
er demand for this true Fall color. 

Flexibility and lightness were strong- 
ly emphasized in all of the new models 
and a new method of making these 
shoes contributed much to their excel- 
lent fitting qualities. 

Many smart new top lines were 
shown in the splendid collection of 
elasticized pumps and it is quite likely 
that pumps, which have been so out- 
standing, will show even greater 
strength in the coming Fall season. 

Peters salesmen were given their in- 
troduction to the new Fall line of mod- 
els in a setting designed to put them 
in the best possible position to carry 
out to their customers full and authen- 
tic information on trends for the com- 
ing season. 





Magistrate, formerly sole leather super- 
intendent of the L. Q. White Shoe Co., 
and more recently general manager of 
the Standard Cut Sole Co., of Middle- 
boro. A. E. Lawson has been named 
secretary. 


The company manufactures a com- 
plete line of innersoles for men’s and 
boys’ shoes, stitchdown soles for 
misses’ and children’s shoes, and in- 
nersoles, fillers, taps and counters for 
Army shoes. 
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RIDING 
BOOTS 


IN STOCK 
FOR MEN, WOMEN 
and CHILDREN 


ALSO . 
JODHPUR & FIELD 
\ BOOTS 
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Moccasins 


NOS OR ANNE 
TRAIL MAKER MOCCASINS 
fer MEN, WOMEN and CHILDREN 


SACO-MOC SHOE CORP."°Stii?° 





New York Office—Room 430 Marbridge Bidg. 





Clark Joins White House 
Shoe Staff 


SanTA Rosa, CaLir.—N. Jack Clark 
has joined the staff of the shoe depart- 
ment of The White House store, here. 
He comes from San Francisco, where 
he has had eighteen years’ experience 
with leading shoe firms. 
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Dickerson Road Men Meet at Headquarters 


Columbus, Ohio—W. T. Dickerson, president of the Walker T. Dickerson Com- 
pany, seated, met with his sales staff at their semi-annual sales conference at 


Columbus, recently. 


Salesmen, standing, left to right, are: Larry Minor, Colum- 


bus; Paul J. Lee, Americus, Ga.; O. H. Kirkpatrick, Oklahoma City, Okla.; 
Robert H. Lewis, Columbus; W. P. Lanigan, San Francisco, Calif.; John P. Lucas, 
Indianapolis, Ind., and Anthony Favor, New York City. 





Over 400 Firms Register 
For Boston Show 


Boston, MAss.— Advance registra- 
tions for the Twenty-Second Annual 
Boston Shoe Fair, to be held at the 
Hotel Statler and Parker House, on 
June 2, 8,4 and 5, have been received 
from over 400 shoe manufacturers to 
date, as well as from 50 firms in the 
allied trades, according to an announce- 
ment by H. O. Rondeau, chairman of 
the Boston Shoe Fair Committee. “Even 
now, four weeks before the opening of 
the Fair, it is an assured fact that the 
show will be more than ever national 
in scope, not only insofar as number 
of exhibitors is concerned, but in the 
number of merchant buyers, as well,” 
Mr. Rondeau stated. 

Five floors have been reserved at 
each of the two official hotels for the 
display of shoes. A majority of the 
high-priced lines—$5 and up—will be 
shown at the Parker House, which is 
in the heart of Boston’s downtown de- 
partment store section, while the so- 
called volume shoes and slippers, and 
lines of wholesalers, will be on display 
at the Hotel Statler, Boston’s largest 
hotel. 

Applications for sample rooms have 
been received from manufacturers in 
every part 6f the country. Many St. 
Louis’ manufacturers have made reser- 
vations, some of them contracting to 
use more space than they did last year, 
and a good number of Cincinnati houses 
will also be present. Southern manu- 
facturers also are to be well repre- 
sented. And, of course, all the well- 


known New England shoe concerns, 
numbering almost 300, will exhibit their 
Fall and Winter shoes at the show. 

The Boston Shoe Fair this year, it is 
expected, will give buyers much more 
than a mere cross-section from which 
to make their selection of shoes for the 
Fall and Winter selling season. It will 
enable them to see and study all of the 
representative lines of shoe manufac- 
turers throughout the country—staple 
and style merchandise—in every price 
grade. 


Jim Cowen Joins Moultén- 
Bartley Road Staff 


St. Louis, Mo.—Jimmy Cowen, Jr., 
formerly with General Shoe Corpora- 
tion, has recently become associated 
with Moulton-Bartley, carrying the 
Modeart line in Illinois, Missouri, Kan- 
sas and Colorado. 

Mr. Cowen is the third generation 
of his family in the shoe business. In 
the °'70’s this shoe family started in 
the firm of Cowen & McGrath in Cin- 
cinnati. Mr. Cowen’s father has spent 
over a half century in the shoe busi- 
ness and is still active in the Cincinnati 
vicinity. 

Jim Cowen couldn’t do anything but 
be a shoe man. His early experience 
was running the retail outlets of the 
Cowen & McGrath organization, and 
later into the factory, and since 1934 
has been styling women’s shoes. In 
addition to styling, during the more 
recent years he has carried his line 
into the central states. 
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Televised Promotion 
And Selling 


CuIcaGgo, ILL.—A preview of one of 
the shoe sales and promotion methods 
of the future was given here, recently, 
with a television fashion show, pre- 
sented by a major broadcasting firm. 
Shoes from the downtown Walk-Over 
store were used in this style show, a 
15-minute presentation devoted solely 
to shoes. As they appeared on the 
s:reen only the shoe and lower part of 
the model’s leg was shown along with 
descriptions and comment by a woman 
announcer. 

Fifteen shoes ranging from the cas- 
ual play shoe to the most dressy types. 
It is estimated that there are some 500 
television receiving sets in this area. 

Carl Fliesbach, manager of Walk- 
Over stores for the Chicago area, 
stated that this fashion show was an 
experiment in what is expected to be- 
come a new method of sales presenta- 
tion and advertising to the consumer. 
Commercial use of the method is ex- 
pected to begin during the coming year. 


Lowell Shoe Firms Gives 
Workers 10 Per Cent Increase 


LOWELL, Mass.—George C. McIntyre, 
president and treasurer of the John C. 
Pilling Shoe Co., one of Lowell’s old- 
est firms, recently announced a 10 per 
cent wage increase for all employees. 
The firm now employs about 500 per- 
sons. 

In a notice posted for the employees, 
President-Treasurer McIntyre stated: 

“To Our Employees: Our semi-an- 
nual stock taking period will take place 
as usual the last week in May. We 
are pleased to announce a 10 per cent 
wage increase to all employees effective 
immediately after stock taking. 

“We appreciate your confidence in 
us, feeling secure in the knowledge that 
as soon as conditions warranted that 
the company would voluntarily grant 
a wage increase without any solicita- 
tion whatever on your part. 

“We have had the busiest Spring 
run in the history of the company, and 
with your usual cooperation we feel 
confident of a very busy Fall run.” 


N. E, States Report Big 
Production for March 


Boston, Mass.—The three New Eng- 
land shoe states—Massachusetts, Maine 
and New Hampshire—reported a shoe 
production of 15,681,218 pairs during 
March of this year, according to a 
statement issued recently by the New 
England Shoe and Leather Association. 
This total represents a gain of 17.5 per 
cent over March, 1940. Massachusetts 
factories gained 19 per cent; Maine, 
17 per cent; and New Hampshire, 14 
per cent. 

Massachusetts led all shoe states in 
production this month with a total of 
8,336,492 pairs, followed by New York 
with an output of 6,751,869 pairs. 

For the three-months’ period, Jan- 





They'll Never Live It Down 


When shoe men start out to do a thing, 
they go the whole way. Here are three 
members of the shoe fraternity who 
made up their minds to forget retailing 
headaches and enjoy themselves on the 
sands of Miami Beach. Left to right: 
Ed Roseman, Charles Meis Shoe Co., 
Cincinnati, Ohio; Guy Dixon, J. L. Hud- 
son Co., Detroit, Mich.; John Pinker- 
ton, Schawe-Gerwin Shoe Company. 


vary-March, the New England shoe 
states produced 42,312,917 pairs, an 
increase of 6 per cent over the same 
period a year ago. Massachusetts’ shoe 
output was 11 per cent greater during 
this period, and the gain for New 
Hampshire amounted to 8 per cent, and 
for Maine 4 per cent in this period. 

The Massachusetts shoe industry em- 
ployed approximately 45,000 workers 
during March and the average amount 
of total weekly wages paid them 
amounted to $827,151, according to the 
asso iation’s analysis of the indices of 
the Massachusetts Department of Labor 
and Industries. This represented a de- 
crease of 2 per cent in employment and 
an increase of 16 per cent in payrolls 
over the same month last year. The 
average weekly wage during March 
amounted to $22.42. 


Minnesota Passes Unfair 
Trade Practices Bill 


St. PauL, MInn.—Minnesota’s 1941 
Unfair Trade Practices Act, the most 
debated bill in the last session of the 
legislature, is now the law of the state 
The bill was passed by overwhelming 
votes in both senate and house despite 
vigorous efforts of chain stores to pre- 
vent enactment. The law forbids sale 
of merchandise at less than cost plus 
8 per cent and declares that 2 per cent 
cash discounts cannot be applied in de- 
termining cost. A merchant may sell 
below cost plus 8 per cent providing he 
does so to meet the “legal” competition 
of another merchant. The new law has 
“teeth” and violators may be criminally 
prosecuted. 


Ryan Named to Stroud 
Shoe Sales Force 

BuFrraLo, N. Y.—John J. Ryan has 
recently been appointed to the sales- 
force of the Stroud Shoe Co., Roches- 
ter, N. Y., selling their line of chil- 
dren’s shoes. 

For forty years Mr. Ryan operated 
a retail shoe store on Elk Street, retir- 
ing a few years ago. 
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with imported MEXICAN 
HUA RAC HES 
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HANSA Trading Co. : 


LOW PRICE 
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Leisure Shoes for Army? 


Boston, Mass—About 2,000,000 
pairs of “leave shoes” are to be bought 
by the U. S. Quartermaster, according 
to current reports. The uppers are to 
be of side leather and the soles of oak. 
The shoes will be worn by soldiers on 
leave from routine duty. 
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Executive Secretary of 
Midwest Shoe Fair 


CINCINNATI, OHIC—For no good rea- 
son the shoe men call her “Tony,” but 
her real name is Annette Sandke. She 
has managed the executive office of the 
Midwest Shoe Fair for the past five 
years. Diminutive and charming, she 
holds down three jobs—wife, mother, 
and shoe fair executive. 

Upon completing her education at 


ANNETTE SANDKE 


the University of Illinois with a degree 
of Bachelor of Science in the College of 
Agriculture, she plunged into a busi- 
ness course and landed behind a type- 
writer in a large Chicago oil company. 
It wasn’t long before the star salesman 
of the company discovered her, married 
her and took her to Cincinnati. 

One rainy afternoon a year or so 
later, while downtown shopping, Tony 
missed her bus home. She had an hour 
to kill so she decided to apply for 
modeling work at the Midwest Shoe 
Fair. She was hired on the spot, but 
not to model. Now she spends nine 
months each year looking forward to 
the opening of the Shoe Fair office and 
the other three months working, like a 
beaver. Tony says she wonders why 
anyone ever gets into convention work. 


Over Half a Century 
In the Same Store 


BRYAN, OnI0—-August L, Shaffer, 
one of Bryan’s oldest merchants, has 
the record of selling shoes in the same 
building for more than 51 years. Mr. 
Shaffer started work in Bryan in 1887 
in a dry goods store operated by Wil- 
liam H. Moore and Frank Yesbra. In 
1890 he opened a shoe store in partner- 
ship with the late E. T. Binns, purchas- 
ing the interest of Mr. Binns about 12 
years later. From the time it opened, 
Mr. Shaffer was in complete charge of 
the store. At one time this was the 
only shoe store in Bryan. 

On two occasions, 45 years apart, 
Mr. Shaffer modernized his place of 
business. About 1895 he constructed 
the first modern front. Up to that time 
display windows were not closed and 


little effort was made to make displays 
attractive. The second modernized 
front was put in three years ago, 
greatly improving the appearance of 
the store. 

In 1929 Ed Fetzer and Charles Koller 
became working partners in the busi- 
ness. Mr. Fetzer has been with Mr. 
Shaffer 33 years. Mr. Koller, 31. 


Park-Sons Open 
New Men’s Shoe Section 


RocHesTer, N. Y.—Park-Sons, Inc., 
prominent retail shoe firm, has leased 
the shoe department in Gravin’s, retail 
clothing company, in business here 
many years, which opened May 15 in 
the heart of the downtown business sec- 
tion at 115-117 Main Street East. 

The shoe firm is composed of Ernest 
N. Park, Syracuse, of the Park-Bran- 
nock store in that city, and his sons, 
Charles N. Park and Ernest R. Park, 
president of the New York State Shoe 
Retailers Association, who have been 
conducting the Park-Sons, Inc., store in 
East Avenue. 

Charles N. Park is manager of the 
new enterprise, which occupies the en- 
tire rear of the ground floor ‘of the 
clothing concern. The whole build- 
ing of four stories has been refur- 
nished and everything is brand new 
throughout. 

The shoe department, finished in 
mahogany as is the rest of the store, is 
attractively arranged with part of the 
stock on display and with chairs, set- 
tees and display cases of harmonious 
design. Only shoes for men are carried. 

The shoes to be featured are the 
Foot Joy, made by Field & Flint, 
Brockton, Mass.; the Dr. M. W. Locke 
shoes, and the Freeman shoes, made by 
the Freeman Shoe Corporation, Beloit, 
Wis. The new store is located in a sec- 
tion devoted largely to men’s clothing 
and accessories—considered one of the 
best in the city. 

Charles N. Park went into the shoe 
store in Syracuse immediately after 
graduating from the Manlius Military 
Academy, and in 1935 he became asso- 
ciated with his brother in the shoe busi- 
ness here. He is popular with the trade 
and an exceptionally competent shoe 
man. 

Ernest R. Park will conduct the East 
Avenue store, which specializes in Dr. 
M. W. Locke shoes. 


Barrett Store Reopened 
Following Modernization 


WALLA WALLA, WASH.—Entirely re- 
modeled, Barrett’s Shoe Store, at 11 
E. Main Street, held an “open night,” 
recently, to callers, who viewed the 
new departments under the direction 
of Parker Barrett, Harold French and 
Arthur Stockton. Three departments 
were created to segregate men’s, wo- 
men’s and children’s shoes. Hosiery, 
hand bags and other accessories com- 
plement the shoe stocks. 
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Moves to Larger Quarters 


New ORLEANS, La.—The Southern 
Shoe Company just completed the first 
year of its existence, recently, and cele- 
brated the occasion by moving into 
larger quarters on Chartres Street. 

The company is headed by I. Cotlar, 
well-known in and long identified with 
the shoe business in the South and 
Southwest. 

The Southern Shoe Company is a 
jobber of both men’s and women’s shoes 
in the low and medium-price brackets, 
and also operates three retail depart- 
ments. These departments are located 
in New Iberia, La., Lake Charles, La., 
and Galveston, Texas. 

Another one of the owners is Joe 
Cotlar, who also is the manager of the 
Galveston department. 

The Cotlars report that both the 
wholesale and retail departments of 
their business have been very satisfac- 
tory so far this year. 


Open New Sports Shoe Section 


Santa Rosa, CALiIr.—Wolff’s Brown- 
built Shoe Store, here, has opened a 
new sports department where footwear 
for the sports-minded will be featured, 
in a special sports atmosphere. 

The new department features three 
unique inside-the-store display win- 
dows with awnings and outdoor furni- 
ture to add to the atmosphere of the 
displays. 

Indian design moccasins, pouch cut- 
out sandals, sabot pump wedgies and 
a complete line of new rubber sole 
sport shoes are being shown. 


Women Shoe Workers Exempt 
From Industrial Army 


LONDON, ENGLAND—AI] women work- 
ers in the boot and shoe industry, it 
has been announced, are in “reserved” 
occupations, and will not, therefore, be 
liable for industrial conscription. They 
will not be alloWed to volunteer for any 
of the women’s services or full-time 
civil defense. 

By this decision the British Govern- 


Award for Salesmanship 


Newport News, Va.—P. D. Thomas, left, head of the Leggett Shoe department, is 

pictured receiving a special award from the manufacturers of Edgewood and 

Friendly Shoes for leading the state in the sales of Edgewood woman’s and misses’ 

oxfords. Mr. Thomas is a graduate of the American School of Practipedics and 

has served this community for 24 years in fitting and selling shoes. For twenty 

years, Mr. Thomas conducted his own business, Thomas and Rhodes Shoe Co., 
in this town. 





ment has showed that it regards the 
boot and shoe industry as an essential 
war effort. There are even reservations 
over certain ages among men em- 
ployees. 

Representatives of the employers, 
employees, and government experts 
have been discussing the project for 
“telescoping” factories and thus con- 
centrating the industry. The industry 
considers it must produ e 93,500,000 
pairs of footwear yearly to meet essen- 
tial civilian needs. At the moment pro- 
duction is 7,500,000 pairs below that 
figure. It is estimated that if the an- 
ticipated further cuts in labor and sup- 
plies are made, the rate of production 
will fall to 69,000,000 pairs. 

According to H. G. Durston, presi- 
dent of the Leicester Boot and Shoe 
Manufacturers’ Association, and chair- 
man of the sub--ommittee which met 
the government experts, the sub-com- 
mittee explained that pre-war produc- 
tion of leather footwear. exclusive of 
slippers, was 105,000.000 pairs. The 


average consumption yearly is: men, 
1.65 pairs; women, 2.32; and children, 
3.25 pairs. 

Totals were supplemented by 25,000,- 
000 pairs of rubber footwear. The com- 
mittee assured the government experts 
that makers will give all help in the 
telescoping project, but said that mere 
rationing of supplies will not be enough. 
Planning of the concentration idea 
must depend on finding out the min- 
imum production needed to meet the 
people’s essential needs. 


Northwest Retailers Annual 
Convention January 11-13 


MINNEAPOLIS, MINN. — The annual 
convention and footwear exposition of 
the Northwestern Shoe Retailers Asso- 
ciation will be held January 11-13, 
1942, according to.an announcement 
just made here. Display rooms have 
already been reserved by a number of 
manufacturers and distributors. 
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Shoe Workers Get Increase 


NortH ADAMS, Mass.—Approximate- 
ly 1100 shoe workers in this city will 
receive a 10 per cent increase in wages, 
effective May 19. About 400 employees 
at the Wall Shoe Co. plant will benefit 
and about 700 at the Gale Shoe Co. 
plant are affected. 

A spokesman for the shoe plants said 
the increase was in accordance with a 
“broadminded policy for the elimina- 
tion of labor trouble.” 


Wright Takes Over 
Women’s Shoe Buying 


Tucson, Ariz.—William Wright, for 
several years buyer of the children’s 
shoe department at The White House, 
has recently taken over the buying for 
the women’s department, now manag- 
ing both sections. 
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Making Dates for Boston Shoe Fair 


H. O. Rondeau, left, general chairman of the Boston Shoe Fair of the New 

England Shoe & Leather Association, looks on as “Miss Boston Shoe Fair,” a 

pretty miss dressed in a 1941 version of a Puritan costume, pins a flower on 

A. Goldstein, of Edison Bros., at the Hotel New Yorker during the Fall Openings 

held in New York this week. It was all part of a stunt put on by the N.E.S.L.A. to 
publicize the Boston Show, June 2-5. 





Hollywood Shop to Move 


To New Location P 


Hottywoop, CaLir.—One of the 
smartest shoe stores in this section of 
smart shoe stores will be opened when 
the French Bootery moves from its 
present Hollywood Boulevard location 
to the new store being built for it at 
9635 Wilshire Boulevard in the exclu- 
sive Beverly Hills retail district, a-:- 
cording to an announcement made by 
the partners, Earle C. Brown and 
Bruce S. Williams. 

This store will adjoin the new Harry 
Cooper exclusive ready-to-wear and 
sportswear shop. An open archway 
through the building walls will connect 
both shops. 

A feature of the French Bootery’s 
new store will be a private fitting room, 
so that patrons representing the shop’s 
society and well-shod motion pi-:ture 
clientele may select their footwear in 
a segregated room. This room will also 
be used as a show room to further spe- 
cial orders when sources of supply pre- 
sent their advanced showings. Plans 
of this shop call for a very simple, yet 
rich treatment. Occupancy is sched- 
uled for August 1. 


90 Years of Shoe Service 


LEWISTOWN, Pa. — Johnson Shoe 
Store celebrated its 90th anniversary 
recently. It is the oldest shoe store in 
Lewistown. A series of merchandising 


plans has been arranged, in com- 
memoration of the anniversary, which 
will benefit customers who, in many 
cases, are descendants of some of the 
original patrons of the store. 

The store is operated by Marie John- 
son Felker, daughter of “Billy” John- 
son, the founder. Tom S. Johnson, 
his son, is active in the store. Melvin 
Bortell is present manager. 


Heel Firm Takes Over Factory 


PLaistow, N. H.— The Continental 
Wood Heel Company has taken over 
the old Plaistow Shoe Company factory 
and gives promise of furnishing em- 
ployment to at least 75 persons by the 
first of June. Forty-five persons have 
already been added to the payroll, since 
establishment of the firm here a few 
weeks ago. Some difficulty is being en- 
countered however, in securing suf- 
ficiently experienced workers. 

Nine thousand pairs of heels are now 
turned out daily which number it is 
hoped to increase by at least one-third 
by another month. Business prospects 
look promising to the company officials 
Leslie and Hugh Ewing. All the more 
so, they declared, because there has 
been no indication of a slack period, 
usually experienced during this time of 


* year. 


The firm sells 75 per cent of its pro- 
duction within New Hampshire. It sup- 
plies all the needs of the Myrna Shoe 
Company of Manchester, which takes 
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40 per cent of the supply. The Ewings 
have been doing business in New 
Hampshire for the last seven years, oc- 
cupying basement space in the factory 
of the Burke Brothers Shoe Company 
at Raymond, where cramped quarters 
led them to seek more space, allowing 
for future expansion. 

They will still continue the Ray- 
mond factory on a slightly smaller 
scale. About 30 are employed there, 
with a daily output of between 4000 
and 5000 pairs of heels. Women’s heels 
are manufactured exclusively by the 
concern. 


Boyce Sells Out Shoe Stock 


WALLA WALLA, WAsH.—Entire stock 
of Boyce’s Shoe Store, which catered 
exclusively to the women’s trade, at 
15 Main Street, here, has been pur- 
chased by A. M. Jensen Co. This stock 
has been moved into the shoe depart- 
ment of the Jensen Co., where E. A. 
Jensen is manager. Fred O. Boyce, 
establishing the business in March, 
1939, has not.announced future plans 
or new shoe connections. ‘ 


Latt Opens Second Store 


Lancaster, PA.—Herman Latt, who 
operates a shoe store in Harrisburg, 
has opened Hermann’s Shoe Store, here, 
at 60 North Queen Street. 


Leopold Named Beker- 
Friedman Sales Manager 


Brookityn, N. Y.—Louis A. Leopold 
has been appointed general sales man- 
ager of the Beker-Friedman Company, 
manufacturers, here. Mr. Leopold for 
five years was associated with Selby 


LOUIS A, LEOPOLD 


Shoe Company as general manager of 
the Physical Culture division. Pre- 
viously, he was president of the Coward 
Shoe Company, the Leopold Shoe Com- 
pany, Bender Shoe Company, and was 
a director of the Lane Bryant Com- 
pany. 

Mr. Leopold will concentrate on de- 


veloping a merchandising plan for a 
new branded line. He will work with 
Louis Friedman on the styling of this 
line. 


Himes Named Robinson Co. 
Shoe Manager 


Los ANGELES, CaLir.—Louis J. 
Himes has been promoted to manager 
of the J. W. Robinson Co. third floor 
Shoe Salon by Manager P. H. Lehman. 
Mr. Himes was formerly in the Robin- 
son College Shop and has been selling 
fine shoes for a number of years. 


Store Name Changed 


GLENDALE, CALIF.—The name of the 
Kane-Gagne Shoe Store has been 
changed to the Chessney-Gagne Co., 
following the retirement of J. F. Kane. 
Jack Chessney is a local shoe man well 
known to the younger trade. The store, 
at 305% North Brand Boulevard, will 
continue to operate along the same gen- 
eral ideals as heretofore. 


Fourth Generation of 
Continuous Operation 


OmaAHA, IowaA—Ed E. Bakke & Son, 
leading shoe dealers of this city, are 
now in their fourth generation of con- 
tinuous operation. This store was 
established in 1872. 
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Men’s Wear Stores to 
Open Shoe Outlets 


BRIDGEPORT, CONN. — The United 
Men’s Shops, operating 16 stores in 
New England and New York State, 
have entered the retail shoe field. The 
firm’s headquarters are in Bridgeport, 
where they recently opened their first 
shoe store. 

Joseph A. Rutkin, president of the 
firm, plans to open shoe stores in all 
16 of the towns where they now operate 
haberdashery stores. 

J. L. Burns, general manager of the 
shoe division of United, is a shoe man 
of long experience in the retail shoe 
business, having been buyer for the 
Howland Dry Goods Company in 
Bridgeport and owner of his own store 
in the same city for a combined total 
of 22 years. 

The first store of the expected chain 
of 16 was designed by Charles S. Tel- 
chin, well-known New York architect. 
Both the interior and windows are 
fluorescent lighted throughout. Fix- 
tures, showcases, sidewalls, and even 
the X-Ray fitting machine, are of san- 
dal wood. 

Men’s and youth’s shoes at $3.30, 
$4.40 and $5.50 are featured. 


Marshall Field to Open 
New Children’s Section 


Cxuicaco—What will be one of the 
most outstanding children’s shoe de- 
partments in the’country is now under 
construction at Marshall Field & Co. 
The new department will be part of the 
new juvenile section which has under- 
gone a series of renovations during the 
past year. 


Manages Shoe Department 


LEBANON, Pa. — Kaley Zimmerman, 
who has been connected with the shoe 
business for many years, has entered 
the employ of I. Cohen, at the Cohen 
Men’s Furnishing Store. 

Mr. Zimmerman will devote his in- 
terest chiefly to the shoe department. 

For eighteen years Mr. Zimmerman 
was engaged as a clerk and later as 
manager of the Factory Outlet Shoe 
Store. 


BOOT ano SHOE RECORDER, May 17, 194) 


Obituaries 


Howard S. Smith 


Cuicaco, ILL.— Howard S. Smith, 
president of J. P. Smith Shoe Company, 
died May 11 at his home, Highland 
Park, Ill. His illness dated from the 


HOWARD S. SMITH 


National Shoe Fair in January. He 
succeeded his brother, Robert E. Smith, 
on his death in 1934. The funeral was 
held Wednesday. 

Mr. Smith is survived by his widow, 
May Lewis, and three daughters. Wal- 
ter Smith, vice-president, has been in 
charge during the illness of Howard 
Smith. Another brother, Dwight, died 
in 1987. He was also associated with 
the company. Another brother, Charles, 
is a director of the company. 


Harry Waldron 


CLEVELAND, On10—Harry Waldron, 
62, a well-known shoe traveler, died re- 
cently after a short illness. He had 
been ill with pneumonia. 

Mr. Waldron traveled in various 
parts of the country. For eight years 


he covered the West Coast with Stilson- 
Kellogg Company. For 18 years after 
that he represented the Sherwood Shoe 
Company in the Pittsburgh area and in 
the State of Ohio. When the Sherwood 
firm went out of businéss, Mr. Waldron 
joined the sales force of Selby Shoe 
Company. Later he traveled the Texas 
territory for the G. Edwin Smith Shoe 
Co 


All together, Mr. Waldron spent 30 
years selling shoes on the road. He was 
buried at Bowling Green, Ohio, where 
he was born. 


Owen J. Paden 


PHILADELPHIA, Pa.—Owen J. Paden, 
sales representative of Dunn & Mc- 
Carthy, and recently elected president 
of the Philadelphia Shoe Travelers As- 
sociation, whose home was in Over- 
brook, a suburb of this city, died as a 
result of an automobile accident on 
Tuesday, April 6. 

Mr. Paden was en route from Bing- 
hamton, N. Y., to Harrisburg when 
near Danville, Pa., his automobile over- 
turned. He was discovered by a pass- 
ing motorist seriously injured and 
taken to a hospital in Danville, where 
his death occurred several days after 
the accident happened. The funeral 
services were held in Binghamton. 

Mr. Paden was a very popular mem- 
ber of the shoe fraternity, earnest and 
sincere in both his business and social 
relationships in the trade, and his loss 
will be regretted by a wide circle of 
friends, . 

He is survived by his widow and son. 





Stockton Store in 


New Location 


STocKTON, CALIF.—The Gallen Kamp 
Shoe Store, which has been located for 
15 years at San Joaquin and Market 
Streets, has moved to a new location at 
119 East Main Street. Jake Shinkosky 
is manager at the new location. 

R. W. Savage, the Gallen Kamp dis- 
trict manager, was here from San 
Francisco supervising the change, and 
announced that the company store at 
837 East Main Street will continue at 
that location. 











—What Is Point-of-Sale? 


—Point-of-Sale is the Fitting Stool, 
where the salesman comes in direct 
contact with the consumer, and over 
which the entire dollar income of the 
industry flows. 
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Ad Lines that Sold 
Shoes Down South 


MIAMI, Fia.—Miami shoe men have 
been lavish with their use of catchy 
;hrasing in advertising of all sorts 
tnis season. This applies to newspaper 
copy as well as to window and other 
cards. Such promotional copy has been 
intended to arouse interest in the Sum- 
mer styles offered here during the 
Winter and to suggest new names for 
ld lines. Following are some interest- 
ing captions: 

Put your best foot FUN-ward in 
‘sun-debs.” 

Round the clock you go in—shoes. 

Fashion's newest love. 

Rick cream color trimmed in iced 
coffee brown. 

Feet shod in white are right. 

Classic pumps as slim as a thorough- 
bred, 

Take steps toward smartness in——. 

South American influence on fashion 
demands glamorous colors. 

Admit one to cool, Summer smart- 
nese in—shoes. 

Breezy whites for Summer smart- 
ness. 

Sunshine play shoes. 

The style you'll want to wear back 
home. 

It’s a gay life and a foot-happy one 
in—shoes. 

Confetti colors with all the mad gaie- 
ty of a mardi gras. 

Presenting the charge of the white 
brigade, 

For a busy man’s lazy hours. 

Next Summer’s styles ready now for 
a tropic Winter. 

From the beachwalks of Miami to 
the sidewalks of New York. 

For a Winter of pleasure in the 
South and a full Summer’s wear at 
home. 

Being lazy the smart way. 


Modernizes Downstairs 
Department 


SEATTLE, WASH. — Modernization of 
the downstairs shoe department at 
Frederick & Nelson’s store, Seattle unit 
of Marshall Field & Co., has been 
launched, with an extensive program 
of improvements under way. Not only 
will shoe styles be shown when this 
remodeling has been completed against 
a@ beautiful mural and partition back- 
ground, but appointments will be cre- 
ated of an “easy to shop” nature, from 
the standpoint of visible presentation 
and handling. 


Business Index Up 
In Wisconsin 
MILWAUKEE, Wis. — Improved busi- 


ness conditions in Milwaukee are 
reflected in the report of the Wisconsin 
industrial commission, which shows 
that the average of employment during 
the first quarter in 1941 was up 18.8 
per cent from the first quarter of last 





WELL-PAID EXECUTIVE POSITIONS 


NOTE. 
available 





J. C. PENNEY COMPANY, INC. 


330 WEST 34th STREET, NEW YORK CITY 


or write immediately even though you may not be 
several months. Now is the time to make arrangements. 


FOR ADVANCEMENT 




















year. This represents a gain of about 
15,800 employees in Milwaukee. 

Payroll figures indicate an average 
gain of $815,000 a week this year dur- 
ing the first quarter as compared with 
the same period in 1940. The average 
for factory payrolls in Milwaukee for 
the first quarter of this year was $3,- 
142,000 per week, while for the same 
period in 1940, the average was about 
$2,327,000 per week. 

Indications are that Milwaukee mer- 
chants are getting their share of these 
increased payroll dollars from the fact 
that the credit bureau of the Milwaukee 
Association of Commerce received 4.5 
per cent more inquiries during the first 
quarter of this year as against the 
same 1940 period. 


Support Promised in 
Factory Shoe Fight 
Rocuester, N. Y.—Assurance of 


strong support of the proposal to pro-_ 


hibit the sale of shoes to employees in 
industries at cost has been given Ern- 
est R. Park, president of the New York 
State Shoe Retailers Association, by 
John C. Watson of Albany, president 
of the New York State Council of Re- 
tail Merchants. 

Shoe retailers are concerned over the 
problem because much business has been 
taken away from them by the practice 
of varied kinds of industries “going 


into the shoe business” so far as work 
shoes are concerned. He said: 

“It is not alone shoes that are being 
sold by industries, but many other 
kinds of merchandise they do not pro- 
duce. I estimate that approximately 
$200,000,000 worth of merchandise, in- 
cluding shoes, is sold in this state each 
year through illegitimate channels, and 
that an enormous amount of price- 
fixed merchandise is getting into the 
hands of unprincipled dealers who 
undersell legitimate merchants. 

“Tt is for this reason we want the 
Feld-Crawford Act amended this year, 
but such an amendment, standing alone, 
will not correct the evil of industrial- 
ists invading the retail field.” 

George W. Cooke of Buffalo, a mem- 
ber of the legislative committee of the 
New York State Shoe Retailers Asso- 
ciation, has been assigned by Jesse 
Adler, its chairman, to work on this 
problem. A protest against the prac- 
tice as a violation of sections of the 
State Labor Law is in the hands of 
Miss Frieda S. Miller, Commissioner 
of Labor of New ,York. 


Manager Transferred 


PENSACOLA, Fra—L. C. Williford, 
who for many years has been connected 
with the Kaber’s Shoe Stores in Mont- 
gomery, Ala., has been transferred as 
manager of the Pensacola branch of 
the company. 
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SALESMEN WANTED 


POSITION WANTED 


WANTED TO PURCHASE 





SALESMEN —all territories — Manufacturers 
line of Women’s and Misses’ Two Dollar, 
Sport Shoes. Liberal commission. No objection * 
to non-conflicting side line. Reply giving full 
details and references. Address %149, care 
Boot & Shoe Recorder, 100 = 42nd Street, 
New York, N. Y. 


SALESMAN—with connections Eastern States 
in Department and Specialty Shoe Stores 
wanted to handle new scientific foot exercise 
sandal. Reference essential. Address $161, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 


ATTENTION | SALESMEN! Attractive line 
of Children’s popular priced shoes. Adver- 
tised under copyrighted name of PEEK- A-BOO. 
Available as sideline in Iowa, Illinois, Wiscon- 
a, Michigan and Southern States. Fall — 
eady soon. Liberal eT Pw Ss. 

BURGER & BRO. CO., 119 COLUMBIA 
STREET, FORT WAYNE, INDIANA. 


A NATIONAL ORGANIZATION in one of 
the allied trades of the Shoe Industry is 
seeking a man for their selling staff. This man 
will be a responsible family man, in the vicinity 
of 35 years old and will have had some selling 
and possibly styling experience in the men’s 
shoe field, combined with some manufacturing 
experience. He will be living in or around 
Chicago or willing to make headquarters there 
and will have an acquaintance in the men’s 
shoe manufacturing field, particularly in the 
northwest, midwest, and near south. Give full 
particulars. Your reply will be treated con- 
fidentially. Address Box $154, Boot and Shoe 
Recorder, 1627 Locust Street, St. Louis, Mo. 














SIDE LINE SALESMAN WTD. 


MEN WANTED for Indiana, Kentucky, City 
of Detroit, to sell $1.98 line Growing Girls’ 
Sport Oxfords, and Children’s 98c to $1.69 
line or Stitchdowns from stock. Commission 
basis only. Address £160, care Boot & Shoe 
emgten. 100 East 42nd Street, New York, 








MANUFACTURER of Foot Appliances and 

parts desires side line salesmen calling on 
retail trade on Commission basis. State terri- 
tory; references, and experience. Address $153. 
care Boot Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. : 





FOR SALE 


OLD Established Shoe Store, Modern Front 
and Fixtures, good lease; low rent; small 
stock; best location in growing West Virginia 
town of thirty-five thousand. Address $158, 
care Boot Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 








LINE WANTED 


SALESMAN having 200 accounts, Metropolitan 
New York, desires line Beach "Shoes. 
mission. Address $157, care Boot & 
sengpmer. 100 East 42nd Street, New York, 











MANAGER AND BUYER, Successful back- 
ground for soe control and low inven- 
tories. Good refer operati profit- 
able department handling high styled footwear 
from $6.50 to $12.75 nterested in ition as 
Assistant Manager and Buyer with concern 
offering a future. Address $163, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 





RAs. OR ROAD JOB—Assistant Shoe 
Buyer-Manager wants advancement. Am with 
high-grade women’s shop these past ten years. 
Single; clean appearance; best references; will 
go anywhere. Address $162, care Boot & Shoe 
ee 100 East 42nd Street, New York, 





OC RTHOPEDIC SHOEMAN desires change; 
familiar with shoes, lasts, arch corrections; 
accept traveling for promotion. Over 15 years’ 
experience abroad and here, same line. Con- 
scientious fitter. Address $155, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 





HELP WANTED 


Rae Ss SALESMAN who is experienced 

fitting Women’s shoes from seven to ten 
dollars. Enclose picture or recent snapshot 
with reference in first vg Strictly confi- 
dential. Only those i permanent posi- 
tion need answer. Store in San Joaquin Valley, 
California. Address $143, care Boot & Shoe 
— 100 East 42nd Street, New York, 








SHOE DEPT. FOR LEASE 


SHOE DEPARMENT FOR LEASE: Shoe 

department available in Men’s Store, on 
Lincoln Road, Miami Beach, Florida. Only well 
known lines considered. Address 2159, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 











PARTNERSHIP WANTED 


PARTNERSHIP. WANTED in orthopedic shoe 

store by experienced young man; able co- 
worker. Eventually tchase. Address $156, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 

















ANUFACTURERS’ entire or surplus stock 

branded men’s bought for cash. Ad- 
dress £164, care Boot & Shoe Recorder, 10) 
East 42nd ‘Street, New York, N. Y. 





Buyers of Surplus Stocks 


of 

treZ® itt, Duy serviue or satire stocks of shows 
QUANTITY NO OBJECT 

KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








SHOE STORES WANTED 
FOR CASH 


Unusual references on request. 








BUYERS OF 


MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 


We for cash or complete shoe stocks. 
Branded or wounded.” Generous” pies 
BARSH & CEASAR 


‘9 N. Fourth St. Philadelphia, Pa. 
Phone Market 1066 








WE BUY 
Wholesale and — 
randed Shoes such 
Florsheim, Enna-Jettick, Vital: 
A Quality, Boe- 
tonians, Stetson, Red Cross, Nunn- Bush, Etc. 


IRVIN BUBIN 
“The House of Jobs” 
S08 Reade St., Cor. Chure 
Phone Barclay 7-7887. New Yo City 

















A Rose for Each Year 


Des Mornes, Iowa — Edith Pearl 
Bartlett, bookkeeper and credit man- 
ager of the Field Shoe Co., 508 Walnut 
Street, celebrated the twenty-fifth anni- 
versary of her employment in that 
position by the company on May 1 and 
received a bouquet of 25 roses, one for 
each year, presented by T. Frank 
Jaques, Field Shoe Store Co. president. 





address should be 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge, 75 cents. Yor dil ‘tists duabad chvecinemmes tho pens & 3 cams per word. Minimum 2: 
When a box number is desired twelve words should be added for the address. In 

The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is pavable in advance. 
SF Advertisements for this page must be in our New York office on Friday of the week preceding publication. “8 


charge, $1.25. 
all other cases each word of the 
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MERCHANTS’ NEEDS 











MATS FOR YOUR 


MATS for shoes as shown above 
for one, two and three column ads. 
Eliminate high cost of ART- 
WORK and Engravings! For 
that Big Increase —use SHU- 
MAT SERVICE. SPECIAL 
PRICES FOR CHAINS. Send 
for full details today. 


SHU-MAT CO. 


584 Whittier St., Columbus, Ohio 











Washington Letter 
[CONTINUED FROM PAGE 40] 


man has confided to friends that he is 
not receiving the support that he had 
hoped for from anti-chain store groups. 
Retailers who have been in Washing- 
ton recently find cause for concern in 
what they call the “chain mindedness” 
of officials there, especially those con- 
nected with the Consumer Branch of 
the OPM and Leon Henderson’s price 
control division. This is particularly 
true with reference to shoes. At a re- 
cent consumer conference, prominent 
chain store executives presided at the 
meetings; independents were greeted 
with formal courtesy. The chains were 
obviously in the saddle. Reason: 
Scheme of some of bright young bu- 
reaucrats to use chains as a whip to 
bring independent retailers into line, 
particularly with reference to prices. 
The enterprising FTC has hatched 
up a plan to tighten enforcement of 


TATA LD FE 





MAKE MORE SALES 


with the original 
SHOE DOCTOR SHRINKERS 


FOOT COMFORT easily 
provided for hard-to-fit or 
abnormal feet. Our Shoe 
Doctor Shrinkers when used 
with our specially pre 
pared fluids, give the 
proper fit to shoes which 
fit large around the top. 
slip at the heel, or gap ai 
the sides. Any fullness or 
wrinkles in leather or fab- 
ric are easily shrunk with- 
out harm. 


$1.50 


Special combination offer $25.00 (fluids In- 
cluded In above prices). 


Send your order or write for detail information 


E. C. SMELTZER CO. 


121 B. Gist Street, Indianapolis, ind. 


the Federal Trade Commission Act to 
permit the issuance of interpretative 
rules covering unfair trade practices 
and to crack down with a civil penalty 
for any violations. 

Under existing law, the Supreme 
Court has established many principles 
of law involving restraint of enforce- 
able only against those involved in a 
particular adversary proceeding. Un- 
der the FTC’s recommended revision, 
after a certain practice had finally 
been held to be unlawful by the Su- 
preme Court, a business man could be 
held to have violated the law upon a 
mere showing that he had subsequently 
engaged in the practice. The commis- 
sion could then crack down with a 
civil action to collect a maximum pen- 
alty of $5,000 for each violation. 

The proposal, now under considers- 
tion by a sub-committee of the House 
Judiciary Committee, incorporates a 
plan the FTC has been hankering over 
for months. 


Many women 
simply cannot 
wear frivolous 
shoes comfort- 
ably . . . but a lot 
of them insist on trying. 
so many shoemen rely on Trimfoot 
to protect their reputation for 
satisfaction. Wafer thin Trimfoot 
slips into the daintiest shoe for 
maximum foot comfort. $1.00 per 
pair retail. Your cost $6.00 per 
\ dozen pairs. Write for 
» ’ details to Trimfoot 
7 ietails to ; 
~ 4060 Forest Park 
Blvd., St. Louis, Mo. 





Shoe Buying 
Gets Early Start 


[CONTINUED FROM PAGE 49] 


in the stores earlier than has been the 
case at any time in recent years. 

Neither retailers nor manufacturers 
are desirous of raising prices unduly, 
but they are convinced that conditions 
in the raw materials markets will be- 
fore long make increases imperative. 
The extent to which these increases are 
passed on to the consumer, and the ques- 
tion of whether or not established price 
ranges are to be maintained, with 
whatever adjustments in quality may 
be necessary, or whether quality will 
be strictly adhered to, letting prices 
fall where they may, are all regarded 
as problems in merchandising which 
the individual store must solve for 
itself with due regard to the prefer- 
ences and purchasing ability of its own 
clientele. In general, however, the be- 
lief seems to prevail that expanding 
payrolls should enable the public, by 
and large, to absorb the increases in 
shoe prices that appear to be in pros- 
pect. 


Roberts Named Burdine 


Shoe Manager 


MIAMI, FLA.—Paul Roberts has been 
named new manager of both Better and 
Budget Women’s shoes in Burdine’s. He 
comes to Miami direct from Miller and 
Rhodes in Richmond, and previous to 
his position in Richmond, Mr. Roberts 
was with the People’s Store in Charies- 
ton, S. C. 








Dates to Remember . 


Southwest Fail Shoe Style Show, 
sponsored by Southwestern Shoe 
Travelers’ Association, Texas 
Hotel, Fort Worth. 

May 24, 26, 27, 28, 1941 


Annual Convention California 

Shoe Retailers Association, Hotel 

St. Francis, San Francisco, Calif. 
May 25, 26, 27, 28, 1941 


Central States Shoe Fair, Sponsored 
by Joint Travelers and Retailers 
Associations, Morrison H ot el, 
Chicago, Ill. June 1, 2, 3, 1941 


Boston Shoe Fair, New England 
Shoe & Leather Association, Ho- 
tels Statler and Parker House, 
Boston, Mass. June 2, 3, 4, 5, 1941 


Midwest Shoe Fair, Netherland 
Plaza Hotel, Cincinnati, Ohio. 
June 8, 9, and 10, 1941 


Annual Convention Pacific-North- 
west Shoe Retailers Association, 
Olympic Hotel, Seattle, Wash. 

June 8, 9, 10, 11, 1941 


Annual Convention New York State 
Shoe Retailers Association, 
Onondaga Hotel, Syracuse, N. Y. 

June 15, 16, 17, 1941 


Annual Summer Convention Iowa 
National Shoe Travelers Associa- 
tion, Chamberlain Hotel, Des 
Moines, Iowa, June 15, 16, 17, 1941 


Fall Showing Mid-Continent Shoe 
Travelers Association, Skirvin 
Hotel, Oklahoma City, Okla. 

June 15, 16, 17, 1941 


Tri-State Shoe Mart, Pennsylvania 
Shoe Travelers Association, Wm. 
Penn Hotel, Pittsburgh, Pa. 

July 6, 7, 8, 1941 


Michigan Shoe Travelers’ Fall Shoe 
Show, Hotel Statler, Detroit, 
Mich. July 7, 8, 9, 1941 





Chicago Store Opens 
Summer Leisure Shop 
Cuicaco, ILtk.— With a_ nautical 


atmosphere predominating, Marshall 
Field & Company have opened their 
traditional “Leisure Square,” a large 
section in the fifth floor shoe depart- 
ment devoted to play shoes. A real 
sailboat has been placed in the center 
of the square surrounded by deck and 
garden type furniture. Pennants, 
ropes, life preservers and ship’s fun- 
nels help carry out the effect, and show 
eases also contain ropes, anchors, ship’s 
lanterns and other nautical accessories. 
The theme used in promotion is “For 
a Summer of smooth sailing, bright 
play shoes from Leisure Square.” 
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BOOTS AND SHOES 


BANCROFT-WALKER CO., Waltham, Mass. 

BELLAIRE SHOE COMPANY, Portland, Me. 

BOOTMAKER GUILD DIV. FREEMAN SHOE CORP.. Beloit. Wis 
BROWN SHOE COMPANY, St. Lowis, Mo. .............. 000 e cece cece ene 9 to 12 
CONNEL, J. M., SHOE CO., Braintree, Mass. 

DOYLE SHOE CO., Brockton, Mass. 

ENDICOTT-JOHNSON CORP., Endicott, N. Y. 

GENERAL SHOE CORPORATION, Nashville, Tenn. 
GERBERICH-PAINE SHOE CO., Mt. Joy, Pa 

GOODWILL SHOE CO., Holliston, Mass. 

HANSA TRADING CO., New York City 

HEALTH SPOT SHOE SHOPS, INC. Danville, I. 

JUSTIN, H. J.. & SONS, INC. Fort Worth, Texas 
KRIPPENDORF-DITTMANN CO., Cincinnati, O. 

MANFIELD & SONS, Philadelphia, Pa. 

MARK TWAIN, DIVISION OF INT. SHOE CO... New York City .......... 
MAURO, A. K., Philadelphia, Pa. ...... ; 

MRS. DAY’S IDEAL BABY SHOE CO. Distuece: ee 

NASHUA SLIPPER CO., Lowell, Mass 

QUEEN QUALITY SHOE CO., St. Louis, Mo. 

ROBERTS-HART, INC., Keene, N. H. 

SACO-MOC SHOE CORP., Portland, Me. 

SUPERIOR SHOE CO., Chicago, Il. 

UNITED STATES RUBBER CO., INC.. New York City 


LEATHER AND OTHER MATERIALS 


COLONIAL TANNING CO., Boston, Mass. ..............5.-50 cece eeees 3rd Cover — 
KIEFER, EDGAR S., TANNING CO., Grand Rapids, Mich. .................. 52, 58 
LEVOR, G., & CO., INC. New York City 

OHIO LEATHER CO., Girard, O. 


MACHINERY, LASTS, MFRS. SUPPLIES, DRESSINGS, ETC. 


DEWEY & ALMY CHEMICAL CO., Cambridge, Mass. 

DU PONT, DE NEMOURS, E. L., & CO., INC. Arlington, N. J 

GOODYEAR TIRE & RUBBER CO.. Akron, 0. 

Re Ne Re Peay eer rer ete oe Os ree pe ee 
UNITED LAST COMPANY, Brockton, Mass. 

UNITED SHOE MACHINERY CORP, Boston, Mass. 


STORE EQUIPMENT AND ACCESSORIES 


DUNDEE SHOE RE-SHAPING DEVICES, INC., Los Angeles, Cal....... 
GUTH, EDWIN F.. COMPANY, THE, St. Louis, Mo 

SCOTT FOOT APPLIANCE CO., Omaha, Neb. 

SHU MAT CO. Columbus, 0. 

SMELTZER, E. C., CO., Indianapolis, Ind 

TRIMFOOT COMPANY, St. Louis, Mo. 


MISCELLANEOUS 


BARIS SHOE COMPANY, New York City 

BARSH & CEASAR, Philadelphia, Pa. 

HOTEL LENNOX, St. Louis, Mo. 

KIRSCH-BLACHER CO., INC., New York City 

NEW ENGLAND SHOE & LEATHER ASSN., Boston, Mass 
PENNEY, J. C. CO., New York City 

RUBIN, IRVIN, New York City 
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. WITH GERBERICH’S Poyeat ¢/ on 7 


Style. No. 346 

Boys’ White Shrunk Grain Blucher 
Oxford, Urban Last, Bombay Red 
Soles and Heels. Widths B to D. 


Carried in Big + aed sizes, 6/2 


Style No. 360 

Boys’ White Buck Lace 

Avenue Last, Leather 
Soles. Widths A to 


Carried in Big Boys’ 
to I. 


Style No. 729 

Big Boys' White Buck Lace Oxford 

with Brown Veal Trim, Trend Last, 

Leather was * yoy les, Widths 
to D. 


Carried in Boys’ sizes, 2!/2 to 4, 
on Renown Last. 


Style No. 732 


Boys' Whie Ruffie. Lace Oxford, 
Hero Last, Rubber Heels, Oak 
Soles, Widihs A to D. 


Carried in Big Boys’ sizes, 6/2 
to lt. 


ye week. Gerberich Dealers. swing into their biggest and most profit- 
able White Season. Because we know that Whites and Combinations are 
extra sale, extra pair shoes, and that they form the backbone of your May- 

thru-August business, we give you 27 different styles in Whites and Com- 
binations. They‘re all fast-moving patterns enabling you to ow your boy 
customer exactly the style he wants in the size he needs . . . And, of course. 
they're all IN-STOCK. This comprehensive line of Whites is typical of 
Gerberich-Payne Service, which includes Gerberichs. Stride Rite, Junior 
Arch Preserver and'the Ojficial Boy Scout Shoe. It pays to sell Gerberich- 


_ Payne Shoes. 


GERBERICH-PAYNE SHOE co. ., MOUNT JOY, PENNA. 


New York Office, Marbridge Building, Room 405 » Teh, a ©. Los Angeles, Hotel Lankershim */ : 





